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Okla. Agents Adopt 
Strong Resolution 
On Commissions 


Say Bureaus Assume 
Handling Of Relations 
Between Company-Agent 


OKLAHOMA CITY—Oklahoma 
Assn. of Insurance Agents, holding an 
abbreviated annual meeting after the 
final session of Midwest Territorial 
Conference of National Assn. of In- 
surance Agents here, passed a strongly 
worded resolution criticizing companies 
for attempting to accomplish commis- 
sion reductions by rate filings with re- 
duced acquisition cost factors. The 
members voted to send a copy to all 
rating bureaus, jurisdictional associa- 
tions and stock companies operating in 
the state. 

Offered by D. R. McKown, past 
president and former NAIA executive 
committee member, the resolution ac- 
cused companies of “abdication” of 
their “right to manage their affairs, 
including particularly company-agency 
relationships, by delegating to certain 
bureaus the privilege of changing 
traditional commission schedules.” It 
named National Bureau of Casualty 
Underwriters, National Automobile 
Underwriters Assn., National Board of 
Fire Underwriters and Inland Marine 
Insurance Bureau and stated that the 
Oklahoma agents will resist these ac- 
tions “with every means legally at our 
command.” 


Resolution Has Positive Side 


The resolution contained a positive 
side, stating that the Oklahoma agents 
recognize their obligation as responsi- 
ble members of a partnership and the 
need for financially strong companies 
and will cooperate in all reasonable 
efforts to curtail expenses. It con- 
demned excess commissions and urged 
companies to cease writing policies and 
performing other agency functions for 
agents who receive top commissions, to 
cease furnishing supplies, quarters, etc., 
and paying telephone tolls for agents 
and to eliminate “deadwood agencies,” 
which it described as costly to supervise 
and productive of high loss ratios. It 
also urged curtailment and eventual 
elimination of flat cancellations, which 
it described as controllable by agents 
and unjustifiable. J. L. Reinmiller, Ho- 
bart, moved into the presidency, suc- 
ceeding H. S. Pinkerton, Tulsa, and 
E. M. Birk, Enid, is president-elect. 
S. D. Whitehurst, Oklahoma City, was 
elected vice-president and M. O. Breed- 
ing, Oklahoma City, secretary. H. T. 
Moran, Oklahoma City, was reelected 
State national director. Carroll Swickey, 
Oklahoma City, executive secretary, 
does not hold an elective office, but his 
services will undoubtedly be retained. 
Joe Ford, Lawton; H. J. Parrish, Tulsa, 
and Tom Weaver, Bartlesville, were 
elected to the executive committee, of 
which the holdover members are 
Charles Fassino, McAlester; Carl Mc- 
kinnon, Guymon; P. G. Perdue, Still- 





Midwest Territorial Conference Draws 
Many To Oklahoma City; Hemphill Elected In Eastern Agents 


By JAMES C. O’CONNOR 


OKLAHOMA CITY—Midwest Terri- 
torial Conference of National Assn. of 
Insurance Agents closed a well-attend- 
ed annual meeting here by electing 
J. W. Hemphill, Painesville, O., chair- 
man. He succeeds H. T. Moran, Okla- 
homa City, whose ability and personal 
charm in conducting the first confer- 
ence in this state won the applause of 
everyone. D. W. Perin, Chicago, moved 
up to lst vice-chairman. 

The members honored G. A. Timm, 
Kenosha, Wis., wheelhorse of the con- 
ference since it was organized in 1949, 
by electing him 2nd vice-chairman, 
which puts him in line for the top 
slot in two years. Originally secretary 
of the conference committee, Mr. 
Timm became secretary of the confer- 
ence itself in 1955 and also became 
treasurer when the offices were com- 
bined in 1957. A _ special resolution 
commended Mr. Timm for his unceas- 
ing services to the conference. Frank 
McGlaughon, Kingsport, Tenn., suc- 
ceeded Mr. Timm as secretary. 

Next year’s meeting will be held in 
Cincinnati April 24-26, at the Nether- 
land-Hilton Hotel. It will be the turn 
of the Midwest Conference in 1960 
also to handle the midyear meeting 
of the NAIA board of state directors. 
Following the custom of holding the 
meeting in the chairman’s home state, 
the midwest agents will meet in Chi- 
cago in 1961 and in Milwaukee in 
1962. 


Unable To Attend 


Mr. Hemphill, who was unable to 
attend the meeting because of his 
mother’s death, is past president of 
Ohio Assn. of Insurance Agents and 
has been a leader in education work 
both in his home state and nationally, 
being a member of the NAIA educa- 
tional committee. He operates his own 
agency in Painesville. It was started 
about 35 years ago by his father and 
his mother was also active in it until 
recently. 

The registration of 721 pleased ev- 
eryone, considering the distance of 
Oklahoma City from the majority of 
middle western agents. The Skirvin 
and Skirvin Tower handled the physi- 
cal arrangements very well, the 
weather was perfect and the Okla- 
homa agents did splendid work as 





water; P. A. Tharp, Ponca City, and 
Jodie Williams, Ardmore. 

Although the meeting was necessari- 
ly brief, the members did not overlook 
the fact that this makes the 50th an- 
niversary of the association. A resolu- 
tion recognized the contributions of 
W. F. Stahl, Tulsa, and Harry Pierson, 
Shawnee, charter members, to insur- 
ance and congratulated them on their 
long careers in the business. Mr. Pink- 
erton reviewed the present legislative 
picture briefly and said that the report 
of the administration would be de- 
ferred until June 30. At the dinner that 
evening, the President’s Cup for local 
board achievement was awarded to the 
Stillwater board, 


hosts. There were very few company 
officials from Chicago and other dis- 
tances present, but hospitality, thanks 
to local companies and regional man- 
agers, left nothing to be desired. This 
was particularly noteworthy because 
there was a state referendum on re- 
peal of prohibition on the closing day 
and law enforcement officials had em- 
barked on a program of rigid en- 
forcement for several weeks prior to 
the vote. Gov. Edmondson, in welcom- 


ing the meeting Monday morning, 
commented humorously on the “re- 
ceptions” for the insurance men the 


preceding evening. 
Discuss Finances 


The matter of finances was brought 
up at the closing session. Mr. Timm 
explained that the conference surplus 
had been depleted by two circum- 
stances. It was agreed two years ago 
that the conference would pay the 
traveling expenses of any officer or 
member of the conference committee 
who is not an officer of his state as- 
sociation or otherwise entitled to 
charge his expenses to that associa- 
tion. Also, it was felt that the agents, 
in a spirit of partnership, should not 
permit the companies to stand all the 
expense of the annual company-agent 
conference. It was thus agreed that 
the companies and the agents would 
pay for the Chicago conference in al- 
ternate years and the agents paid last 
year. Mr. Timm suggested an annual 
payment of 10 cents per member by 
each state association, the alternative 
being the state associations taking 
over certain expenses. Sentiment was 
unanimously in favor of the small as- 
sessment, but the matter must be left 
for action by each association. 

Mr. Timm also gave the report of 
the conference with company repre- 

(CONTINUED ON PAGE 35) 


To Vote On Changes 


Unit At Midyear 


Small Attendance At Annual 
Conference May Lead To 
Abandonment Of Full Meeting 


By KENNETH O. FORCE 


BUFFALO—Eastern Agents Con- 
ference at its annual meeting here, 
confronted with dwindling attendance 
in recent years, voted to name a com- 
mittee to study the entire structure 
and its constitution and by-laws with 
the possibility of making changes. 
These changes include the possibility 
of giving up the annual full-scale 
meeting of the conference, which 
drew only about 200 agents here. 

The conference elected Valmore H. 
Forcier of Danielson, Conn., president, 
to succeed Charles H. Frankenbach 
of Westfield, N. J. Other officers are 
Arthur L. Schwab of Staten Island 
and William D’Espard of Washing- 
ton, vice-chairman, Frank J. Lowrey 
of Pawtucket, treasurer, and William 
J. Graul of Allentown, Pa., secretary. 

While the EAC drew a small at- 
tendance, more than 700 attended the 
luncheon which was the climax of 
Buffalo I-Day the following day. 

One reason for dwindling attend- 
ance, it was suggested, is that state 
associations already hold one annual 
meeting of their own plus a midyear 
or several regionals. Agents in addi- 
tion have the two NAIA meetings 
each year. The EAC meeting then is 
superimposed on top of all of the other 
meetings. Both as to time and ex- 
pense, this may be too many meetings 
for many agents. 

The study committee is to be com- 


(CONTINUED ON PAGE 28) 





Stanley Cowman 
of Mather & Co., 
Philadelphia brok- 
ers, places a sealed 
time capsule con- 
taining predictions 
on what will hap- 
pen in the insur- 
ance field during 
the next 25 years, 
in a safe deposit 
vault at Fidelity- 
Philadelphia Trust 
Co. Looking on, 
from left, are John 
J. Maguire, presi- 
dent of Independ- 
ent Insurance 
Agents & Brokers 
Assn. of Philadel- 
phia; Maurice W. 
Hodgson, vice- 
president of the 
bank, and Frank 
Harrington, adver- 
tising manager of 
North America. 
The predictions are 





based on opinions of national leaders in the insurance business and will be open- 


ed in 1983. 


aif 
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Agent Must Get Off His Prerogatives 


To Meet Competition Or Toss In Sponge 


BUFFALO—A vigorous challenge to 
agents to quit talking about competi- 
tion and go do something about it was 
voiced by Arthur M. O’Connell, Cin- 
cinnati, in the talk which wound up 
Eastern Agents Conference and Buffalo 
I-Day here. 

Directing his attention specifically 
to automobile, he said that if agents 
flounder around for the next 10 years 
as they have for the last 10, most of 
them will be writing auto only as a 
side line, if at all. 

He came out flatly for direct billing 
and continuous policies and called for 
a stop to “average” rates, from which 
competitors alone may deviate. 

“We are at the crossroads,” he de- 
clared. ‘“‘We must reassert ourselves as 
the leading power in the industry or 
give up the ghost.” This, he said, “we'll 
never do by wishful thinking or reso- 
lutions. And we’ll never do it by 
imitating the direct writer practice of 
highly selective underwriting because 


there simply isn’t enough select busi- 
ness to support us all. If we’re going to 
keep the business we have and provide 
an active, aggressive market for new 
business, we must devise a system that 
will permit us to insure a vast majority 
of the automobile driving public at a 
proper rate, rather than consigning it 
to assigned risk plans, a device created 
pretty largely for the benefit of our 
selective competitors.” 


Agent Blocks To Company Action 


Agents are not going to get any- 
where as long as they set up imaginary 
36th parallels which their companies 
may not cross without inviting the 
agents’ displeasure. One such “parallel” 
is the prohibition against direct billing. 
The practice must have money saving 
merit because it is standard procedure 
among “our most successful competi- 
tors. But whether it is good, bad, or 
indifferent now is a moot question, 
since it has been adopted by at least 


six of our finest companies and en- 
thusiastically approved by thousands 
of their agents, most of whom are 
members of our local boards, state and 
national associations.” 

To prove his point he referred agents 
to the advertising of Travelers, North 
America, America Fore Loyalty, Con- 
tinental Casualty, National of Hartford 
and Home (and their budget payment 
plans). 

Direct billing is already part of the 
agency system, he declared. 

Agents also have officially opposed 
continuous policies, presumably for 
fear of wholesale pirating of expira- 
tions by some malevolent force. Yet 
few agents do not have some forms of 
continuous coverage in their portfolios, 
“contracts that have been automati- 
cally renewed for so many years that 
the original record is faded and torn.” 
All agents, in practice, consider their 
policies continuous in effect. Agents 

(CONTINUED ON PAGE 34) 





New 0’Mahoney Questionnaire Is 
Directed At Rate Regulation, Or Lack Of It 


The questionnaire mailed to com- 
missioners in March by the Senate 
anti-trust and monopoly subcommit- 
tee, which, under Sen. O’Mahoney, is 
investigating insurance and state reg- 
- ulation, is directed principally toward 
rate making and rate regulation—or 
the lack of it. The questionnaires are 
due Aug. 1. 

In preparing the final draft of it, 
Sen. O’Mahoney met in March with 
members of the committee on preser- 
vation of state regulation of National 
Assn. of Insurance Commissioners. 
They discussed certain clarifications 
and revisions with the staff of the 
subcommittee. 

The questionnaire is divided into 
two parts. One deals with rate super- 
vision in general and the other with 
procedures employed in rate regula- 
tion. 

Under the first part the commis- 
sioner is asked to list rate regulatory 
personnel, part or full time, exclusive 
of clerical people; and to give titles, 
percentage of time devoted to rate su- 
pervision, years employed by the de- 
partment, and years of rate regulatory 
experience, in and out of the depart- 
ment. 


Rates And Rating Plans 


The questionnaire calls for rate fil- 
ings and rating plans, all types of 
policy forms and endorsements dealt 
with, underwriting rules, and statisti- 
cal plans dealt with April 1 through 
June 30, 1959. It wants the number 
of these items pending April 1, the 
number received during the period, 
number approved by affirmative ac- 
tion, number which became effective 
without the necessity of affirmative 
action, number disapproved, and those 
pending June 30. 

Does the work load here represent 
a fair sample of the annual work load? 
the subcommittee asks. 

List all types of complaints during 
this period, pending, received, or proc- 
essed, is another interrogatory. This 
applies to fire, allied lines, and inland 
and ocean marine; individual ordinary 


life, industrial life, group life, credit 
life, automobile liability and PHD, 
workmen’s compensation, burglary 
and theft, general liability; A&S, both 
private indemnity and service plans 
such as Blue Cross; bonds, both fidel- 
ity and surety, and multiple lines. 

The questionnaire also wants com- 
plaints concerning agents, brokers and 
solicitors; claims settlements; rates; 
company trade practices; department 
activities, and others. Do these repre- 
sent a fair sample? 

Are these rates regulated, is there 
a filing required, is affirmative action 
required, are the rates legal unless 
disapproved? 


Other Questions Asked 


Other questions under this general 
heading are: 

On lines not subject to rate regula- 
tion, give the statewide earned pre- 
miums for the years 1953 through 
1957 and the loss ratios for these un- 
regulated lines. 

How does the department regulate 
mail order insurers not licensed in 

(CONTINUED ON PAGE 33) 


Wis. Holds The Line 
On Coverage Disclosure 


Circuit court at Milwaukee has up- 
held the right of an insured motorist 
to keep to himself the amount of lia- 
bility insurance he carries. 

The ruling came in the case of Ber- 
nard Fenske and his son, who were 
suing Francis Brown, the driver of a 
gravel truck which collided with the 
Fenske boy’s bicycle. The truck owner 
refused to disclose his insurance cover- 
age when asked by the attorney for 
the Fenskes. 

The circuit court judge said a plain- 
tiff trying to prepare his case was not 
entitled to know the defendant’s policy 
limits. 





John J. Geary, midwest supervisor 
of American & Foreign Insurance 
Assn., will discuss foreign insurance at 
the April 16 meeting of St. Louis 
CPCU chapter. 


North British Names 
Ludemann Secretary 


Willis Ludemann has been appointed 
a secretary of the U.S. branch of North 
British. The ap- 
pointment followed 
his recent transfer 
to Atlanta as man- 
ager of the south- 
ern department, 
replacing Charles 
J. Williams, vice- 
president and man- 
ager, who is on an 
indefinite leave of 
absence due to ill 
health. 

Mr. lLudemann 
began his career 
with Wisconsin In- 
spection Bureau. He joined North 
British in 1947 and held field positions 
in several midwest states before he be- 
came assistant manager of the Michi- 
gan-Ohio department at Detroit in 1955. 
He advanced to manager there in 1957. 


N. Y. Adjusters | Confer; 


Change Forum Plans 


At the regional meeting of New 
York Assn. of Independent Insurance 
Adjusters at Syracuse, representatives 
met with company executives and 
producers attending the annual con- 
vention of Mutual Agents Assn. of New 
York State. Claims problems of mu- 
tual interest were discussed. 

The adjusters have changed the date 
of their educational forum at the Drug 
& Chemical Club, New York City, from 
April 15 to April 22. The forum fea- 
tures panel discussions and questions 
and answers on multiple line adjust- 
ing. 


Windstorm Assigned Risk 
Plan Considered In N. C. 


An assigned risk plan for windstorm 
coverage on beach property in North 
Carolina is being considerated as an 
alternative to a bill to require compa- 
nies to sell EC in every county if they 
operate in the state. Supporters of the 
bill feel the assigned risk EC plan is 
a compromise, but insurers strongly 
oppose it. 





W. Ludemann 





April 10, 1959 


Newcomb Chairman 
Of Great American; | 
Ackerman Retires 


New Chairman Is Chief 
Executive; McMaster Is 
Senior V-P; Others Named 


William E. Newcomb has been elec- 
ted chairman of Great American to suc- 
ceed Daniel R. 
Ackerman who has 
retired after more 
than 51 years with 
the company. Mr. 
Ackerman was 
named honorary 
chairman. Mr. 
Newcomb contin- 
ues as_ president 
and will be chief 
executive officer. 

John McMaster 
was elected sen- 
ior vice-president, 
Leonard A. Bishop and Leonard W. 
McChesney Jr., assistant secretaries, 
were named secretaries, and James 
English was elected assistant secretary. 

Mr. Ackerman began his career with 
Great American in 1907. He became 
vice-president in 1931, a director in 
1946, chairman in 1947, and chairman 
of the executive committee in 1952. 
He has served as trustee of American 
Foreign Insurance Assn., president 
and director of AFIA Finance Corp., 
director and treasurer of National 
Board and director of Sanborn Map Co. 

Mr. Newcomb began his career in 
1927 with Commercial Union at San 
Francisco where he had office and 
field experience. From 1940-1946 he 
was with Western Underwriters Assn. 
as assistant manager. He joined Great 
American in 1946, was elected secre- 
tary in 1947, vice-president and west- 
ern manager of the fire companies in 
1949, executive vice-president in 1952 
and president in 1955. Mr. Newcomb 
is chairman of American Insurance 
Assn. and a trustee of Underwriters 
Laboratories. 





William E. Newcomb 


Other Careers 


Mr. McMaster joined the company 
in 1928 as financial secretary and in 
1942 was named vice-president in 
charge of the investment department, 
where he continues. 

Mr. Bishop has been with the com- 
pany since 1930 in accounting assign- 
ments. He was in charge of accounting 
at the western department for several 
years prior to his transfer to the home 
office in January. 

Mr. McChesney has had underwrit- 
ing and field experience and more 
recently has been executive agency 
superintendent in the Pacific depart- 
ment. Mr. English joined the company 
in 1946 and after several years in the 
field was advanced to agency superin- 
tendent and later assistant manager of 
the Pacific department where he and 
Mr. McChesney will continue. 

The Sherff agency of Flint, Mich., 
has been purchased by R. E. Addis 
agency of Holly, Mich., and will be op- 
erated as a branch under the Addis 
name. William P. Addis, son of R. E. 
Addis, will manage the Flint business, 
and F. O. Sherff will continue with 
the agency in a sales capacity. 
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’ STRATEGIE 


al FOR MEETING COMPETITION 


0 suc- 





No insurance man wants job security. If he did, he'd be 
in another business. But he does want to feel that he can 
help mold his own future. He wants to feel that most of 
his future is in his own hands. The harder he labors, the 
more he perseveres, the better his prospects. After long 
hours, hard nights and endless detail, he sometimes can't 


help but think of the comic acrobat’s old saw about his 





profession and its application to his own, “There must 





>weomb be an easier way to make a living.” 
rd W > aay P -¢ : 
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io — - : . P ‘ 
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Great meant a man who's inquisitive, who works with determi- 
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Pollard Executive 
Secretary Of NAIA; 
Hanson Is Counsel 


Zurich Sales Executive 
Has Agency, Field 


Underwriting Experience 


National Assn. of Insurance Agents 
has named William A. Pollard execu- 
tive secretary ef- 
fective April 15. 
George S. Hanson, 
who has been gen- 
eral. counsel and 
executive secretary 
of NAIA for four 
years, will devote 
his entire time to 
the legal affairs of 
the association. 

Mr. Pollard be- 
gan his insurance 
career as an inland 
marine underwrit- 
er with American in 1951 and became 
a special agent in western Michigan 
in 1953. Later he was with the J. S. 
Crosby agency in Grand Rapids. With 
Zurich, before being made a division 
sales manager just a week ago, he was 
production supervisor of branch of- 
fices. In this post he worked with the 
assistant U. S. manager in charge of 
sales-marketing and branch office ad- 
ministration. Mr. Pollard was respon- 
sible for 10 branches in the middle 
west, the south and Rocky Mountain 
areas. His duties included sales pro- 
motion and he also acted as liaison 
between the company, branches and 
producers. 

He is a graduate of Brown Univer- 
sity. 

Mr. Hanson joined NAIA in 1951 as 
assistant general counsel after prior 
experience as a claims attorney for 


William A. Pollard 
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Bureau Gets OK 
On Mo. Auto Rates 


Superintendent Leggett of Missouri 
announced Monday his official ap- 
proval of the increase in automobile 
BI and PDL rates averaging 11.1% 
which were put into effect Dec. 17 by 
National Bureau of Casualty Under- 
writers. 

Mr. Leggett at the suggestion of Gov. 
Blair conducted a public hearing Feb. 
27 to determine whether the new bur- 
eau rates should be allowed to stand. 

It is understood his statement was 
issued with the approval of the gover- 
nor. Mr. Leggett found the new rates 
to be reasonable and fully supported 
by statistical data and conservatively 
calculated. 

For commercial vehicles the rates 
were lowered 2.7% Dec. 17 and they 
will continue in effect. 


Springfield F. & M. Names 
Embree To Spokane 


Springfield F.&M. has appointed 
John L. Embree special agent for 
eastern Washington and northern Idaho 
with headquarters in Spokane. 

Mr. Embree has had both home of- 
fice and field experience. He replaces 
Hugh R. Duffield, who was recently 
transferred to San Francisco as sales 
supervisor. 





several insurers in New York and 
Florida. He became general counsel 
and executive secretary in 1955. He 
edited the comprehensive study, “In- 
surance Agency Ownership,” and con- 
tributed much of the text material. He 
is also the author of “State and Mu- 
nicipal Self Insurance,” a_ booklet 
which has had a sale of more than 
10,000 copies. 

For several years he has collabor- 
ated on a legal comment column in 
the American Agency Bulletin, the 
publication of NAIA. He asked to be 
relieved of duties as executive secre- 
tary to concentrate on legal work. 


Alexander-F.&C. 
To Split Illinois 


The 75-year exclusive contract of 
W. A. Alexander & Co. agency of 
Chicago to manage Illinois business 
of Fidelity & Casualty will terminate 
Dec. 31. Alexander & Co. will continue 
as exclusive managers in Chicago and 
Cook County, but the rest of the state 
will be taken over by F.&C. 

News of this highly significant de- 
velopment reached Chicago newspa- 
pers late last week even before Alex- 
ander & Co. had an opportunity to 
inform its downstate agents. Final 
determination has not been made of 
the exact area which Alexander will 
continue to supervise. However, it is 
known that the general agency will 
give up at least everything outside of 
metropolitan Chicago, including Lake 
County, Ind. Agents of F.&C. in those 
territories will report directly to the 
company in 1960. 

This alteration of one of the largest 
and most important company-general 
agency arrangements in the U. S. fol- 
lows agreement “that economic devel- 
opments have made this change a 
logical one from the standpoint of both 
organizations,” according to the press 
release sent out by Alexander & Co. 

Illinois business of Fidelity & Cas- 
ualty in 1958 exceeded $17 million. 

The press release states that Alex- 
ander & Co. has found the supervision 
of the whole state “for one single 
company” to be “an increasingly diffi- 
cult and costly operation.” 

It is stated that the change will 
allow F.&C. as a member of America 
Fore Loyalty group to handle Illinois 
business more economically and effici- 
ently while at the same time enabling 
Alexander & Co. to concentrate its 
efforts in the metropolitan territory. 


One of the new bills in the Illinois 
legislature would prohibit insurance 
companies from making loans to offi- 
cers and directors. 























Excess-Surplus B rokers! 


A NEW MARKET, WITH OLD ESTABLISHED COMPANIES 


at South America Managers, INC. 


Exclusive managers in North America for 
the Sud y Sul America Group—largest 
insurance combine in South America. Excess, 


surplus and non-admitted reinsurance. 








ol 
write or call: souTH AMERICA MANAGERS, Inc. 
37 Wall St., New York 5, N. Y. 


Digby 4-1074 > 


TWX: NY 1-885 
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Texas Companies 
Draft Their Own 
Homeowners Policy 


Hold MIC’s New Cover 
‘Falls Far Short’ Of What 
Could Have Been Done 


AUSTIN—With clarity and simplici- 
ty for policyholders as watch-words, 
the 23 members of Assn. of Texas Fire 
& Casualty Companies filed a com- 
pletely new Texas homeowners policy 
with the department April 2. The form 
is designed specifically as a multi- 
peril policy to replace the present 
homeowners and comprehensive dwel- 
ling policy forms. 

The proposed policy is a complete 
and indivisible unit with a single pre- 
mium; it is designed in three forms: 
“A” is limited, “B” is broad and “C” is 
all risks, and its sponsors invite all 
other companies, as well as agents and 
supervisory officials, to make sugges- 
tions for improvements and changes. 

Within the next few weeks the as- 
sociation also is to submit suggested 
premiums to be used initially along 
with a set of rules and endorsement 
forms. After all of the papers are filed, 
it is expected that the department will 
call a hearing, with no indication yet 
of the probable date. 

The Texas companies in their state- 
ment of objectives said that the new 
homeowners policy of the Multi-Peril 
Insurance Conference, already ap- 
proved in at least 17 states, “falls far 
short of what can be accomplished 
when starting anew.” No criticism was 
directed at those who drew up the 
MIC form, since they were required 
insofar as possible to stick to existing 
coverages and wordings. 

The Texas homeowners policy, ac- 
cording to its proponents, offers a basic 
policy that has been designed specifi- 
cally for attachment of package policy 
forms; has been arranged so that all 
relevant subject matter is together; 
includes only those coverages which 
are basically sound from an_ under- 
writing standpoint and economically 
sound from a buyer’s standpoint, and 
uses language that is clear and concise. 
It is described as a “multiple peril 
policy in its true sense,” with condi- 
tions and provisions of the basic policy 
written to carry out that purpose. 

Each of the three forms is divided 
into two sections—property and lia- 

(CONTINUED ON PAGE 25) 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exehange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders eollect. 
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Impartial Medical Witness Plan Hailed 
At Parley On Personal Injury Costs 


By RICHARD G. EBEL 


The value of impartial medical testi- 
mony as a means of curbing skyrocket- 
ing personal liability settlements was 
attested to in glowing terms at a 
special conference at Chicago on the 
costs of personal injuries. 

Sponsored by Chicago Assn. of Com- 
merce and Industry and Medical Direc- 
tors Club of Chicago, the conference 
drew an enthusiastic response from 
local insurance and business men, and 
more than 200 turned out, among them 
members of Chicago Casualty Insur- 
ance Claims Council, who adjourned 
their monthly meeting early to permit 
attendance. 

The program discussed was along 
the lines of the New York Impartial 
Medical Testimony Plan in which a 
panel of medical experts is utilized in 
eases obscured by conflicting opinions 
of plaintiff's and defendant’s medical 
witnesses. Besides effecting more rea- 
sonable settlements, the program 
would provide unbiased testimony, im- 
prove testimony, and eliminate the 
backlog of cases by accelerating trials, 
and speakers hailed it as being a palli- 
ative to the inadequacies and danger- 
ous social and economic trends fostered 
by the present adversary system. 


Panel Voice Need For Plan 


The need for the plan was voiced by 
a luncheon panel consisting of Chase 
M. Smith, general counsel Kemper 
companies; Clair M. Roddewig, presi- 
dent Assn. of Western Railways; and 
Dr. David B. Allman, Atlantic City, 
past president of American Medical 
Assn. 

Mr. Smith, cited figures of more 
than $2 billion which the public spent 
for automobile personal injury insur- 
ance in 1957 against the $288 million 
in 1940. “From every point of view the 
exaggerated and spurious claims and 
the loose and irresponsible conduct of 
our legal system or our medical system 
constitutes a vicious and ruinous ele- 
ment in our social and business struc- 
ture and it must be remedied,” he said. 

Medical treatment and testimony are 
factors of utmost importance, he said, 
and even where there is a simple and 
absolute answer to medical conditions 
in a given case there is still a variety 
of controversies left for dispute based 
upon fault, time, value and many other 
things. A doctor can estimate the time 
of disability and the pain and suffering 
but he can’t say what they are worth. 

The liability problem will never be 
satisfactorily settled, Mr. Smith said, 
even with impartial medical testimony, 
until there is a better economic under- 
standing and a better recognition of 
civic responsibility on the part of the 
general public. The public must be 
made to realize that a $50,000 judg- 
ment against a grocery truck owner 
only means in practical effect that 
Sroceries in that town are going to 
cost that much more money in the 
next year or so. 


Makes Further Analysis 


Further analysis of the rising claim 
costs was made by Mr. Roddewig, who 
said that while wages and the cost of 
living index had increased a little over 
200%, the cost per injury case on em- 
Ployes was approximately 400% up. 

Many railroads have hospitals of 
their own with medical staffs to pro- 


vide free treatment for their employes. 
The employes seem to be satisfied with 
the railroad doctors in cases from 
illness to having children delivered; 
however, when an injury of any degree 
of severity is received on the job, they 
often become dissatisfied with the 
treatment and seek counsel and an- 
other doctor to examine and render 
testimony in court. Often the findings 
of the examining doctor are at great 
variance with those of the railroad 
doctor. “If this difference were merely 
one of opinion on the different schools 
of thought in the medical profession, 
we would have no valid complaint. 
However, it goes much further than 
that as is demonstrated by the substan- 
tial number of miraculous recoveries 
which take place so soon after the 
money is paid,” Mr. Roddewig said. 
Although the railroad management 
desires to compensate its employes or 


other claimants for whatever damage 
has been done to them, it does not 
“enjoy paying for something that did 
not happen or will not happen.” The 
railroad medical departments are in- 
terested in rehabilitation but their 
efforts are frequently complicated by 
the type of medical report in testimony 
that prohibits rehabilitation because 
“the more successful we are in restor- 
ing a person’s health, the less damages 
will be awarded,” he remarked. 


“Best Available Temporary Solution” 


An impartial medical testimony plan 
like the New York system was de- 
scribed by Dr. Allman as the “best 
available temporary solution” to the 
problem of divergent and incorrect 
medical opinion. The New York pro- 
gram is a method for curbing mistakes 
made by lazy, careless, inefficient or 
incompetent doctors who call them- 


selves “experts.” Some doctors, when 
transferred from their own bailiwicks 
—the hospital—to the courtroom feel 
lost and when they do not prepare 
their testimony, it is likely to be “un- 
sound, unscientific, biased, incomplete, 
incompetent, irrelevant and immateri- 
al.” 


Foresees Little Change 


Dr. Allman said that so far as the 
presentation of medical or other testi- 
mony is concerned, it is not likely that 
the judicial system will be very much 
altered. This, he said, is because the 
adversary procedure is ingrained in 
the culture, and “we should live with 
it and encourage modifications and 
improvements which the structure will 
accommodate.” 

Because medicine is not an exact 
science, Dr. Allman said he believed 
independence of medical judgment 
must be preserved, and that it is right 
and proper for doctors to disagree re- 
garding diagnosis and therapy, provid- 
ing the facts upon which each opinion 
is based are thoroughly known. “Be- 
cause one physician would employ 
different diagnostic techniques or use 

(CONTINUED ON PAGE 26) 
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The cost to the physician or 
surgeon of a large malpractice 
liability judgment may easily spell 
financial ruin... 


A week after an operation for varicose veins, the 

patient exhibited symptoms that should have 

brought a quick diagnosis of infection. The diag- 

nosis wasn’t made . . . the infection spread . . . and 

the patient later was awarded $123,904 . . . including 

$23,900 for medical bills and loss of earnings. No 

Malpractice insurance was reported — resulting in an 
expensive operation for the doctor. 

Malpractice insurance is not limited to physicians and 
surgeons. Dentists, nurses, optometrists, roentgenologists, 
X-ray technicians, beauty parlor operators . . 
sions require this valuable protection. And here at Illinois 
“ R. B. Jones you'll find the service, markets and complete 

facilities to give you the solid sales support you need. 


[llinois A. B. Jones ine. 
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C. Reid Cloon, Pres. 
Jay W. Gleason, C.P.C.U. 


executive Vice President 
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Fidelity & Casualty 
Names Matson, Bersano 


Fidelity & Casualty has advanced 
F. William Matson from resident man- 


ager at Newark to agency superin- 
tendent at the home office. Edward 
M. Bersano, formerly supervisor in 
the metropolitan office agency divi- 


sion at the home office, succeeds Mr. 
Matson at Newark. 

Mr. Matson was with Home Owners 
Loan Corp. before joining the company 
in 1941 as a special agent in Brooklyn. 
He was later special agent at Newark, 
and became district agent there in 


FeNATIONAL UNDERWRITER 


°949 and resident manager in 1953. 
Ti. is a past president of Surety Un- 
cerwriters Assn. of New Jersey. 

Mr. Bersano joined the company in 
1927 in the burglary underwriting di- 
vision. He was appointed supervisor 
of the metropolitan burglary division 
in 1943 and of the plate glass division 
in 1944. He has been supervisor in 
the metropolitan office agency division 
since 1955. 

The new homeowners recently filed 
in Minnesota was discussed at a meet- 
ing of Insurance Agents of Greater 


Card Set For Zone 5 


a . ’ 
Commissioners’ Parley 

LITTLE ROCK—Program plans for 
the zone 5 meeting of National Assn. 
of Insurance Commissioners at the Ar- 
lington Hotel, Hot Springs, April 29- 
May 1 are nearly complete. 

Activities will begin the first after- 
noon with an executive session of the 
rating staffs of the eight insurance 
departments represented in the zone. 

Gov. Faubus will open the first gen- 
eral session on Thursday morning with 
a special welcoming address to the 
delegates, and Donald F. Barnes, vice- 








Minneapolis April 6. 
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insurance coverage precisely to your 


needs calls for professional skill. The 
independent insurance agent is an expert 
in many kinds of insurance protection, in- 
cluding those provided by the U.S. F. & G. 


Select and consult your independent 
insurance agent or broker as you would 
your doctor or lawyer. 
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CASUALTY—FIRE—MARINE INSURANCE e¢ FIDELITY-SURETY BONDS 


United States Fidelity & Guaranty Co., Baltimore 3, Md. « Fidelity Insurance Co. of 
Canada, Toronto « Fidelity & Guaranty insurance Underwriters, Inc., Baltimore 3, Md. 


A new series of 
compelling U.S. F. &G. 
ads like this... in 
THE SATURDAY 
EVENING POST, 
TIME, U. S. NEWS 

& WORLD REPORT 
... IS currently 
building still 
greater public 
respect for the 
independent agent. 
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president, Life Insurance Institute, wil] 
give a review of problems facing the 
life industry as they relate to state 
regulation. 

One of the highlights of the genera] 
session that afternoon will be a dis. 
cussion on opposing viewpoints of 
statistical and filing of multiline con- 
tracts—issues raised in connection 
with the so-called M-1 subcommittee 
report of NAIC. The two speakers wil] 
be J. Raymond Berry, general counsel 
National Board of Fire Underwriters 
and Vestal Lemmon, general manager 
National Assn. of Independent Insur- 
ers. Each speaker will present a 30- 
rninute discussion of his view of the 
problem to be followed by a 10-minute 
rebuttal period for each. 

Also on the Thursday afternoon 
agenda will be William P. Henderson, 
Detroit, president Henderson Tire Co., 
whose address, “See Clearly Ahead 
(Thru 65 Million Windshields)” is ex- 
pected to direct itself to a new ap- 
proach to automobile physical damage 
rating methods. 

Other speakers include C. Hamilton 
Moses, past president and former chair- 
man of Arkansas Power & Light Co, 
and Thomas Collins, vice-president 
City National Bank, Kansas City. 

Commissioners from at least eight 
other states are expected to attend, 
including Hammel of Nevada, NAIC 
president. Commissioner Combs of 
Arkansas is program committee chair- 
man. 


NFPA Publishes List Of 
Fire Control Films 


National Fire Protection Assn. has 
published a list of more than 200 
available motion pictures on fire. The 
list covers a wide range of subjects 
including home and personal fire safe- 
ty, industrial fire protection, aviation 
fire control, forest fire fighting, fire 
department operation and civil de- 
fense. The list is available at 50 cents 
from NFPA publications department, 
60 Batterymarch Street, Boston 10. 


“Large risk” 
clients appreciate 
this service 


OU SAFEGUARD “large risk” clients’ 

interests — and yours — when you 
recommend an appraisal that provides 
a sound basis for determining provable 
property value and related insurance 
protection. 

Many brokers and agents find our 
brochure, “Appraisal Procedure,” very 
useful in pointing up the value of an 
authoritative appraisal to industrial, 
commercial or institutional clients. 

Our booklet, “What The Businessman 
Should Know About Fire Insurance 
(100 pages of valuable information) 
will also be appreciated by your clients. 

We will be glad to send you a supply 
of these brochures and booklets — 
without cost or obligation, of course. 
Write Dept. NU. 


THE LLOYD-THOMAS co. 
Recognised Appraisal Authorities 


4411 Ravenswood Ave., Chicago 40, Ill. 
Offices Coast to Coast. 
First for Factual Appraisals Since 1910 
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State Farm agents’ wives are invited to our sales conventions, too 


And they go. In droves. They deserve rich credit for 
hubby’s success—they’re his Girl Friday, secretary, chief 
telephone operator. They even pinch-hit in his absence. 
So this is when their loyal support is recognized. 

We didn’t invent this idea, but we see it bear fruit every 
convention time. Agents, wives and company benefit from 
fun, relaxation and exchange of ideas, climaxing yet an- 
other successful State Farm sales period. 

One of the things that makes it all possible is the way we 
do business. It’s a marketing partnership of company and 


For further information on any aspect of State Farm operations, write: 


agent in which we “mind the store,” by performing the 
agent’s bookkeeping, billing, policy-writing and collection. 
We help him accept only average drivers of normal habits. 
We supply companion life and fire lines for extra income. 

For his part, the agent is freed to serve a large volume of 
qualified customers. He represents only State Farm. Our 
national advertising is his advertising, and he is given 
every chance to capitalize on it to the hilt. This marketing 
partnership works. It has kept us No. 1 auto insurer for 
17 straight years. 


STATE FARM 


INSURANCE 
® 


Director of Public Relations, State Farm Insurance Companies; Home Office, Bloomington, Illinois 








Faulkner Advances 


To Chairman Of 
Health Council 


E. J. Faulkner, President Woodmen 
Accident & Life, has been elected 
chairman of Health Insurance Council. 
Mr. Faulkner, who served as chairman- 
elect during the past year, succeeds 
Morton D. Miller, vice-president Equi- 
table Society. 

Arthur M. Browning, New York Life, 
was named to succeed Mr. Faulkner as 
chairman-elect. 

Reelected vice-chairmen were 
C. Clark Bryan, American Life Con- 
vention; Louis A. Orsini, Health In- 
surance Assn.; Albert V. Whitehall, 
Life Insurance Assn., and James R. 
Williams, Health Insurance Institute. 
Alice M. Chellberg, American Mutual 
Insurance Alliance, was reelected sec- 
retary. 

The election was a highlight of the 
council’s annual meeting at Chicago. 
Also featured were progress reports by 
the officers and by chairmen of com- 
mittees. 

Mr. Faulkner served as first president 
of Health Insurance Assn. when it was 
organized in 1956 and is a past chair- 
man of Joint Committee on Health 
Insurance. 

Mr. Miller, in his progress report, 
stated that the council has been able 
to “come to a better understanding 
than ever before with American Medi- 
eal Assn.” and that relations with 
American Hospital Assn. also have 
been “greatly improved.” 

He cited the “second summit meet- 
ing” between insurance company pres- 
idents and officers and trustees of 
AMA held successfully last Septem- 
ber, resulting in the establishment of 
a continuing liaison group which met 
for the first time in February. He also 
cited the recent meeting with repre- 


, 
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Guerrini To Caracas 
For North America 


Groover U. Guerrini, deputy un- 
derwriter in the international depart- 
ment of North America, has been 
named general manager of La Vene- 
zolana de Seguros of Caracas, Vene- 
zuela. The North America affiliate 
writes fire, marine and casualty busi- 
ness in Venezuela. 

Mr. Guerrini began his career in 
the bank survey department of Amer- 
ica Fore. Later, he was casualty man- 
ager of American International Under- 
writers and reorganized the casualty 
department of American Foreign In- 
surance Assn. 

In 1947, Mr. Guerrini became for- 
eign manager of North America at 
New York, handling brokerage busi- 
ness. Four years later he was trans- 
ferred to the head office as deputy 
underwriter in the international de- 
partment. He coordinated production 
operations of the company’s Cuban of- 
fice with those of La Philadelphia 
Consolidada, a subsidiary in Santiago, 
Chile. He also directed establishment 
of operations in Milan, Italy, in 1955. 


Stillman Advanced By 
General Of Trieste 


Robert B. Stillman, secretary, has 
been named underwriting manager of 
the U. S. branch of General of Trieste. 
Before joining the company last year, 
he was European treaty reinsurance 
manager of North America at The 
Hague, Holland. 
sentatives of the AHA council on pre- 
payment, reimbursement and Blue 
Cross as another achievement which 
can lead to a better relationship be- 
tween hospitals and insurance. 

Mr. Miller mentioned distribution to 
every physician of the council’s sim- 
plified claim form booklets, and the 
council’s state committee program. 


Travelers Issues 1959 
Traffic Data Booklet 


Travelers has published the Luckless 
Legion, the 1959 book of street and 
highway accident data. 

The 32 page publication is illustrat- 
ed with striking cartoons and contains 
tabular breakdowns of types and causes 
of traffic accidents resulting in injury 
or death in 1958 compared with 1957. 
Detailed accident records of drivers 
classified by age, sex and driving ex- 
perience are also included. 

The booklet concludes with a “score- 
board” which shows there were 36,700 
traffic deaths in 1958, 2,000 less than 
in 1957. However, injuries rose by 
300,000 to 2,825,000, and pedestrian cas- 
ualties were up 23,800 to 253,500. More 
than one-third of all 1958 casualties— 
992,770—were caused by _ speeding. 
Weekend accidents caused 14,160 
deaths, almost 40% of the total. Drivers 
under 25 were involved in 27.1% of 
fatal accidents. 


Lachman Joins Zurich 
In Va., Eastern N. C. Field 


Zurich has appointed John C. Lach- 
man sales representative covering Vir- 
ginia and eastern North Carolina. 

Mr. Lachman has been manager at 
Richmond of American Casualty since 
1954. Prior to that he spent nine years 
in insurance production in Pittsburgh 
and West Virginia. 


Kill la. Premium Tax Bill 

DES MOINES—A bill to impose an 
additional .5% tax on fire insurance 
premiums, was defeated by a vote of 
47 to 53 in the Iowa legislature. The 
additional tax was intended to provide 
extra help for the state fire marshal’s 
office. 


St. Louis Blue Goose will hold its 


annual dinner dance April 25 at the 
Ambassador-Kingsway Hotel. 
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States Report On 
Their Top Problem 
At Midwest Parley 


OKLAHOMA CITY—A new feature 
of the Midwest Territorial Conference 
of National Assn. of Insurance Agents 
here was a panel Tuesday morning at 
which an official delegate from each 
state reported the current status of 


several major insurance matters in his © 


state. 

H. S. Pinkerton, Tulsa, president 
Oklahoma Assn. of Insurance Agents, 
presided at this session, which followed 
the annual report of the conference 
committee. 

The panel consisted of H. W. Mul- 
lins, Rockford, Ill; J. R. Feighner, 
Marion, Ind.; H. H. Nelson, Coungil 





ven cel 


Bluffs, Ia.; W. W. Hinds, Marysville, © 
Kan.; J. R. Montgomery Jr., Spring- | 


field, Ky.; H. W. Huttenlocher, Ponti- 
ac, Mich.; R. V. Hood, Duluth, Minn,; 
George Jennings, St. Louis; Charles 
Dawson, Fargo, N.D.; 


Ivan Steiner, | 


Wooster, O.; J. L. Reinmiller, Hobart, © 
Okla.; L. B. Thorpe, Pierre, S. D,; | 


Frank McGlaughon, Kingsport, Tenn., 
and W. A. Gottsacker, Sheboygan, Wis, 

The matters reported on were auto- 
mobile rate filings, including acquisi- 
tion cost, allowance reductions and 
actual commission reductions; the new 
homeowners program; what the state 
associations have done about helping 


agents and companies reduce operat- — 


ing expenses and claim costs, and com- 
pulsory auto insurance. 


Auto Rate Picture 
The greatest variation of answers 


and probably the most confused gen- © 


eral picture arose out of the auto rate 
situation. Filings including reduced 
acquisition cost allowances have either 
been disapproved or have not been 
acted upon in Indiana, Kansas, Okla- 
homa and Wisconsin. In other states 
they have been approved. In all states 
the agents’ associations did all they 
could to oppose them, but in some 
states either there was no hearing or 
the agents could not be parties to one. 
Several states reported preliminary 
conferences with National Bureau re- 
presentatives, but they were fruitless 
and most of those so reporting were 
cynical about there having been any 
intent to hold a real conference. 

The actual commission picture was 
equally spotty, reports ranging from 
commission reductions being wide- 
spread to being uncommon. Mr. Nelson 
got a laugh when he said that only 23 
out of 250 companies have made any 
reduction and he thinks publishing the 
names of companies in his association’s 
house organ was helpful. 


Dissatisfied With Handling 


Mr. Mullins also hit a responsive 
note when he remarked that everyone 
knows that the companies have a ser- 
ious problem with auto insurance. But 
he is certain the matter could have 
been better handled if the companies 
had approached the agents in the same 
frank two-sided way they have dealt 
with the conference committee on fire 
insurance problems. 

The new homeowners program is in 
force in all states in the territory ex- 
cept Missouri—in which there have 
never been any such contracts—lIllinois, 
Michigan and Wisconsin. Wind deduct- 
tibles, with the “buy-back” option, are 
in force in all states with the new pro- 
gram except Tennessee. 

Except for Minnesota, Kentucky 
and Tennessee, there is some market 

(CONTINUED ON PAGE 12) 
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Midwest Conference 
Hears Straight Talk 
On Auto Problems 


OKLAHOMA CITY—The Monday 
afternoon session of Midwest Territo- 
rial Conference of National Assn. of 
Insurance Agents here featured some 
straight talking on current insurance 
problems, mostly automobile. Perhaps 
the startling proposals of F. W. Boyle, 
Boston, deputy U. S. manager Em- 
ployers Liability, caused the most con- 
yersation, but the agents also paid 
close attention to the remarks of C. 
G. Conner, Austin, inspector Texas 
department of public safety, on traffic 
problems, and of W. D. Pierson, Okla- 
homa City, vice-chairman American 
Bar Assn. insurance, negligence and 
compensation law section, on the 
problems of defense attorneys in the 
present era of inflated damage suit 
verdicts. 


Favors “Stripped Down” Package 


Mr. Boyle, after outlining the poor 
competitive position of agency com- 
panies and their agents in automobile 
and other personal lines, advocated the 
development of “stripped down” pack- 
age policies, including automobile, for 
the mass market; the establishment, 
by groups of independent agents, of 
market areas, such as the now com- 
mon shopping centers, and the or- 
ganization of a national rating organ- 
ization to handle all personal lines 
insurance except life and possibly ac- 
cident and sickness. This, coupled with 
cutting expenses to the bone, includ- 
ing such features as continuous pol- 
icies, direct billing, cash with applica- 
tion and streamlined office proce- 
dures, is, in Mr. Boyle’s opinion, the 
only way to regain and save the mass 
market for independent agents. 

By the mass market, Mr. Boyle 
meant families with an annual in- 
come of less than $10,000. He said 
that 92% of families of wage earners 
fall into this group and 6624% have 
less than $7,500. These people simply 
cannot pay $20 or so more for the 
services of an independent agent and 
ho one can convince them they should. 
Rate increases, obviously justified by 
the staggering losses of all companies 
in the automobile field, may restore a 
free market, in the sense that it will 
make insurance again generally avail- 
able, but it will not make the agent’s 
market competitive. Not only is price 
a major factor, but, under present 
conditions the independent agent does 
not and cannot see enough people in 
the mass market, as his competitors 
can and do. Mr. Boyle maintained that 
his proposal, combining both price and 
teaching the public, will put the agent 
back into competition. He emphasized 
that he was not talking exclusively 
about automobile insurance—the spe- 
Clalty insurers are getting into other 
Personal lines and it requires little 
imagination to project just as serious 
inroads into them in a few years as 
has already happened in automobile. 
The alternative, he warned, is aban- 
donment of 92% of the public to com- 
petition. 

Praises California Experiment 


_ Mr. Boyle opened his talk by prais- 
ing the experiment in automobile rat- 
ig in California. Although his com- 
pany is not a bureau member and he 
certain refinements will be 
Needed, Mr. Boyle said that he is 
Personally favorable to the idea of in- 
al merit-demerit rating and 
Wged the agents to study it carefully 
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and to support it whenever it is in- 
troduced in their states. 

H. S. Pinkerton, Tulsa, president 
Oklahoma Assn. of Insurance Agents, 
who relieved H. T. Moran, Oklahoma 
City, conference chairman, as presid- 
ing officer that afternoon, paid high 
tribute to Mr. Boyle when he intro- 
duced him. He told his audience that 
he had started his insurance career 
under Mr. Boyle, in both claims and 
field work, and never dreamed he 
would have a chance to introduce him 
under present circumstances. 

Inspector Conner, drawing upon the 
experience of 21 years in highway 
police work, presented some moving 
and gruesome accounts of accidents. 
Reviewing transportation over the cen- 
turies, he said motor highway trans- 
portation has revolutionized the world 
in less than 50 years and that every- 
one is now completely dependent upon 
it. Much of the problem is due to the 
fact that technical progress is always 
faster than sociological progress. Ac- 
tually, there is no mystery about the 
solution—it is all contained in the re- 
port of the President’s committee on 
highway safety and every police ad- 

(CONTINUED ON PAGE 29) 


Neely Heads Surety 
Producers; Market 
Prospects Bright 


Economic forecasts indicate that 
1959 will be a banner year for produc- 
tion of contract bond business, John 
A. Swearingen, secretary of Aetna 
Casualty and chairman of the execu- 
tive committee of Surety Assn. of 
America, told more than 200 producers 
and company executives at the annual 
meeting of National Assn. of Surety 
Bond Producers in New York. Predic- 
tions for 1959 point to $53 billion in 
new construction, a rise of 7% over 
1958, he said. 

Ralph Neely, Oklahoma City, was 
elected president of the association to 
succeed William R. Phillips, Birming- 
ham, who becomes chairman. Donald 
H. Denton, Charlotte, N. C., was elect- 
ed Ist vice-president; Malcolm Dun- 
lap, Auburn, Me., 2nd vice-president 
and Victor Risley, Portland, Ore., 3rd 
vice-president. H. Phelps Smith, Nash- 
ville, was reelected executive direc- 
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tor, and Edward H. Cushman, Phila- 
delphia, was reelected secretary and 
general counsel. 


Market Prospects Good 


Mr. Swearingen’s optimism for bond 
marketing prospects was shared by 
John N. Richards, Toledo, president of 
American Institute of Architects, who 
foresaw a $600 billion building pro- 
gram in the next decade. This exceeds 
the value of all existing private struc- 
tures in the nation. The coming build- 
ing boom is partially based on the 
need to catch up with the backlog of 
public construction—schools, hospitals 
and highways—which accumulated in 
the depression of the 1930s and during 
World War IL. 

Mr. Swearingen noted that a recent 
study by one of the principal contract 
bond writing companies showed an in- 
creasing number of claims from 1955 
to 1958 out of proportion to the in- 
crease in premium volume. The num- 
ber of claims based on the bond pen- 
alty points up the fact that 85% of 
the claims were on bonds of $200,000 
or under. This bore out the conclu- 


sions reached several years ago by a 
(CONTINUED ON PAGE 29) 
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Represented at LLOYD’S, LONDON 


CHICAGO 4, ILLINOIS 
208 South La Salle Street 
STate 2-3200 


EVANSTON, ILLINOIS 
1633 Central Street 
DAvis 8-9600 








CENTRAL 


LOS ANGELES, CALIFORNIA 
611 South Catalina 
DUnkirk 8-3313 
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every risk classification. 





IF IT’S HAZARDOUS OR UNUSUAL ... if it’s a risk that is difficult 
to place . . . look to Homer Bray Service, Inc. Here you’ll find unbeat- 
able market facilities and maximum-strength coverages for almost 


Highest security for you and your assureds is guaranteed by 
the unique Bray automatic treaties which combine American stock 
companies and Lloyd’s, London. 


It’s no wonder that more and more producers are turning to the 
“in depth” facilities of Homer Bray Service for profitable placement 
of every type of unusual risk .. . for more information, contact your 
Bray office today! 


O® HOMER BRAY SERVICE. 


CASUALTY 
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STOREBRAND INSURANCE CO., LTD. 


ST. LOUIS, MISSOURI 
111 North 4th Street 
MAin 1-7000 


DALLAS, TEXAS 
2506 Cedar Springs Avenue 
Riverside 8-4026 


OSLO, NORWAY 


DENVER, COLORADO 
655 Broadway Building 
AComa 2-3705 


BURLINGTON, NORTH CAROLINA 


610 South Lexington 
CAnal 7-3665 
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Fla. Agents Publish 
County Coverage Plan 


Florida Assn. of Insurance Agents 
has published an insurance guide for 
boards of county commissioners. The 
43 page, 16 chapter publication covers 
all phases of insurance applicable to a 
county. Proper selection of producers 
and insurers by county boards is ex- 
tensively treated. 

Other chapters deal with liability, 
property damage, automobile, WC, 
burglary, robbery and theft, valuable 
papers, fire, bonds, group insurance, 
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coverage programing, and the _ haz- 
ards of self insurance. 

The booklet is the third in a series 
published by the association to help 
agents retain, obtain and handle in- 
surance needs of political subdivisions. 
The other publications are a guide for 
school boards and one for municipali- 
ties. Copies of all three booklets are 
available from the association at 514 
Franklin Street, Tampa 2, at $2 each. 

Birmingham Fire & Casualty has 
named John Cale Jr. assistant treas- 
urer. 


Hartford Fire Chief 
Joins National Board 


National Board has appointed Henry 
G. Thomas, former Hartford fire chief, 
to its staff. He is president of Na- 
tional Fire Protection Assn. and a for- 
mer president of International Assn. 
of Fire Chiefs. Mr. Thomas, with head- 
quarters in the east, will work with 
Jay W. Stevens in furthering the home 
inspection program of International 
Assn. of Fire Chiefs. Mr. Stevens, also 
a former fire chief, is assistant man- 
ager of the San Francisco office of the 
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Coffee House, Edinburgh, Scotland, 150 years ago this month at a meeting to propose the 
founding of a new insurance company. Substantial support being given to the project, 


the North British Insurance Company was born and started business November 11, 1809. 


In another April—1906—forty years after the North British had entered the United States—the 
Company met its supreme test in the San Francisco conflagration, paying total policyholders’ 
claims of $4 Million—a considerable sum indeed in th 
“Roll of Honor” among a selected list of companies which had met their obligations fully, 


without delay. In addition, North British subscribed $5,000 toward the relief of sufferers. 


Since 1809 the Company has surmounted all conflagrations, wars, disasters, panics and hard 


times, and its long-established policy of prompt settlement of claims has paved the way 


A MULTIPLE 


North British and Mercantile Insurance Company Limited 
The Pennsylvania Fire Insurance Company 
The Commonwealth Insurance Company of New York 
The Mercantile Insurance Company of America 
The Ocean Marine Insurance Company Limited 
Central Surety and Insurance Corporation 
Administrative Office: 150 William St., N. Y. 38, N. Y. 


Branch Offices: 


Atlanta 
Kansas City 


Be || | ; 


239 


; 
+ 
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TAISTORICAL COPTER BREAK. 


While it’s routine today, an early and historical “coffee break” took place in the Royal Exchange 


for this “Sesquicentennial of Service and Stability.” 
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National Board. 

Mr. Thomas was a member of the 
Hartford department from 1917 ang 
fire chief from 1946. During this time 
Hartford achieved national promi- 
nence for its fire prevention excel. 
lence. It won three grand awards jn 
the U. S. Chamber of Commerce fire 
prevention contest and 10 first awards 
in its population class, as well as sey- 
eral of the top awards in the NFPA 
fire prevention contest. 


Mich. Bill Would Curtail 


State Accident Fund 


LANSING—Proposals to eliminate 
the Michigan State Accident Fund and 
create in its stead a limited fund to 
cover only state employes for work- 
men’s compensation has been intro- 
duced in the legislature. 

This program would accomplish a 
dual purpose—provide $6 million in 
badly needed revenue for the state, 
and take the fund out of competition 
with private insurers. The fund writes 
WC for many industries in Michigan. 
It has built up a surplus of $12 mil- 
lion. 

Sponsors of the bills noted that the 
fund has been rejecting some govern- 
ment business because of poor experi- 
ence. 


Vermont Speakers Named 
For Agents Meeting 


Vermont Assn. of Insurance Agents 
will hold its spring meeting May 17- 
18 at Woodstock. Speakers will in- 
clude Robert Burns of American Man- 
agement Bureau, Washington; Herbert 
J. Kranmer of Travelers public infor- 
mation and advertising department, 
and William H. Brewster, special pub- 
lic relations assistant to General Man- 
ager William Leslie Jr., of National 
Bureau. Robert H. Butler, manager of 
Travelers fire department, will head a 
discussion on the new homeowners 
policy; Samuel J. Hatfield, local man- 
ager of New England Fire Insurance 
Rating Assn., will discuss rating prob- 
lems, and Roland C. Shipley, manager 
at Portland, Me., of National Bureau, 
will discuss assigned risk plans. 


Indemnity Of North America 
Appoints Arnold In N. Y. 


Indemnity of North America has ap- 
pointed Roger S. Arnold manager at 
White Plains, N. Y. He began in the 
business in 1948 as underwriter and 
special agent of Hartford Accident. He 
joined Indemnity of North America in 
1953 as special agent in Detroit and 
has een assist.nt manager there 


since 1955. 
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ALFRED WINSTON and WILLIAM P. WHITE, WHITE & WINSTON, INc., New York City. 
General Agents for The United States Life Insurance Company since 1951. ; 


“success Story . . ‘a 


Listen to Bill White and Bud Winston. 


“We've pioneered in group selling . . . successfully 
. . . but we’ve had The United States Life pioneering 
right along with us every step of the way. This home 
office support has helped us provide our brokers and 
field men with the personalized service on which we’ve 
built our business.” 


Bill White and Bud Winston have forged their way 


G o'.u. N- O° Ee: ® t 8 's5..0 


THE 


life \NSURANCE COMPANY 


IN THE CITY OF NEW YORK 


LIFE © GROUP @ ACCIDENT & SICKNESS 


UNITED STATES 


2 


to the top in the most competitive city in the world. 
The youngest United States Life-General Agents in 
greater New York working with the oldest legal 
reserve stock Life Insurance Company in America 

. two amazing records of growth and progress. 


The White & Winston story can be yours. We invite 
you to see how your association with a dynamic, man- 
to-man company can work for your benefit. Will you 
use the coupon below ? 


THE UNITED STATES LIFE INSURANCE COMPANY 
IN THE CITY OF NEW YORK 


84 William Street, New York 38, N. Y. 
Please tell me more about 
United States Life plans for me. Dept. 6-4 


Name 





Address 








City. 





1] 
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fer the older forms, or variations, 
among independent insurers. 

The commission picture is not clear, 
but it was agreed that there is a trend 
teward reductions, sometimes affected 
by the local competitive situation. 


lems are gone over. 


no obligation—ever. 


Lancaster. 





Dick 


eae J. Ruckman services Buckeye Union agents 
in North Central Ohio—in and around Mansfield. 

Dick has been a big help to his agents because ol 
his knowledge of the business and because he is thor- 
oughly familiar with all company policies. Most all 
questions can be answered by Dick right in the field. 

This is typical of all Buckeye Union special agents. 
They are well acquainted with the business and with 
company operations. That’s why so many of our 
agents are pleased to see their Buckeye Union field- 
man. They have come to rely on them. 

There are so many questions and problems our 
fieldmen are called on to solve, we have provided our 
agents with a special file and note pad just for these 
questions. Then when the fieldman stops in (every 
other week), the special file is pulled and all the prob- 


If you are interested in representing an insurance 
organization that believes it must provide outstand- 
ing field service for its agents, contact our branch 
office nearest you or our agency superintendent in the 
home office. We will be glad to see that you get fur- 
ther information regarding the companies. And there’s 


BUCKEYE UNION INSURANCE COMPANIES 
Box 1499, Columbus 16, Ohio 


Branch Offices: Ohio, Akron, Cambridge, Canton, Cincinnati, Cleveland, 
Columbus, Dayton, Lima, Mansfield, 
Wayne, South Bend; Michigan, Grand Rapids, Detroit; West Virginia, 
Huntington, Parkersburg; Kentucky, Louisville; Pennsylvania, Pittsburgh, 
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States Report On Top Problems At Midwest Rally 


(CONTINUED FROM PAGE 8) 


Most of the state associations repre- 
sented have done little about agency 
cost reductions and claim handling, but 
all agreed it should be high on the list 
of proposed activities. The Iowa agency 
management committee has done much 


Toledo; Indiana, Indianapolis, Fort 








work on the problem and has stressed it 
in its schools at the University of Iowa. 
The association has urged agents to be 
truly independent and not to expect 
companies to furnish them supplies, 
stationery, etc., and has advocated co- 
operation with adjusters in getting in- 
formation and reducing claims cor- 
respondence; and also urged that agents 
be given authority to pay small claims 
on the spot. 

The Ohio association has featured 
this subject for several years in its 
agency management schools with good 
results. Oklahoma has also done much 
within its membership and has stressed 
safety work and disseminated material 
on what high jury awards cost the pub- 
lic. 

Compulsory auto insurance seems to 
be dead, for the moment, in every state, 
though some delegates said that their 
legislatures have not adjourned as yet 
and the matter could break out unex- 
pectedly. All associations have watched 
compulsory closely and have stayed 
close to the legislators. None, however, 
thought the present situation will be 
permanent—the subject might well 
come up at the next session. Mr. Daw- 
son pointed out that North Dakota is 
particularly vulnerable with its mo- 
nopolistic compensation fund and its 
funds for fire insurance on state prop- 
erties, public employe bonds, and crop 
hail insurance. However, the North Da- 
kota unsatisfied judgment fund appears 
to be working satisfactorily. 

Mr. Montgomery said the Kentucky 
agents are convinced the most effective 
antidote is to get agents elected to 
the legislature. 


Education Directors To 
Hold Annual May 13-15 


Insurance Company Education Di- 
rectors Society will hold its annual 
meeting May 13-15 at Skytop Lodge, 
Skytop, Pa. Among the subjects sched- 
uled for discussion are sales training, 
audio visual aids, training of agents, 
underwriters and claims representa- 
tives and decentralization of training. 
More than 100 company representa- 
tives and insurance teachers from uni- 
versities are expected to attend. 


GAB Names Four In Tenn. 


General Adjustment Bureau has ap- 
pointed Henry Austin general adjuster 
at Knoxville. Arthur J. Cockrell suc- 
ceeds him as manager there. Mr. 
Cockrell is succeeded as manager at 
Kingsport, Tenn., by I. R. Thornberry 
Jr., who is in turn succeeded as ad- 
juster-in-charge at Johnson City, 
Tenn., by J. W. Bryant. Mr. Bryant 
had been senior adjuster there. 

GAB has moved its Columbus, Miss., 
branch to 530 North Second Avenue. 
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Meons mere commission $ $$ to Agents and complete packaged insurance protection for MOTEL Owners and/or Operators. 

In one policy: Fire and Allied Perils... Liability (Premises-Operations, Products, Protective, Elevator and Contractual) ... 
Medical Payments...Robbery—Inside and Outside ...Employee Dishonesty ...Open Stock... Safe Burglary... False Arrest, 
Invasion of Privacy... Innkeepers Liability ... Employers Liability... Personal Liability...Neon Sign... Plate Glass, etc.... at 
premium savings of as much as 30%... Policy can be written for 1, 3 or 5 years...Convenient payment plans available... 


Credit allowed for existing insurance. 


Wolverine’s Motel Policy, designed exclusively for Motels, means account selling, multiple peril underwriting—reducing 
Agency costs while building Agency volume...It is easy to sell...Marketed only through local “Wolverine” Agents. For 
further information write Agency Sales Department, The Battle Creek Companies. 


the Battle Ciel Companies 









WOLVERINE INSURANCE COMPANY 


BATTLE CREEK, MICHIGAN 





WOLVERINE INSURANCE COMPANY 
FEDERAL LIFE AND CASUALTY COMPANY 
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GAB Names Moe Head 
Of Coast Department 


General Adjustment Bureau has ap- 
pointed Ralph R. Moe general manager 
of the Pacific Coast department to 
succeed Harry J. Boyle, who retired 
because of ill health. 

Mr. Moe joined GAB in 1924 in San 
Francisco. He went to Sacramento in 
1927 as staff adjuster and was named 
manager in 1929. He was later trans- 
ferred to Salt Lake City in the same 
capacity. In 1945 he was appointed 
executive supervisor in the depart- 
mental office and two years later be- 
came assistant general manager of the 
Pacific Coast department. 

Mr. Boyle has been general manager 
of the Pacific department since 1935 
and has been with GAB for nearly 35 
years. 


Sell Major Medical 
Via Diners Club 


The Diners Club is making its billing 
and collection facilities available to 
independent insurance agents and 
brokers. Under a new program, Diners 
Club members may purchase guaran- 
teed renewable major medical cover- 
age and make premium payments on 
their regular club statement. 

Local agents will do the actual writ- 
ing. Agents will forward applications 
to the underwriting company, Bene- 
ficial Standard Life of Los Angeles. 
When issued, the policy will be re- 
turned to the agent for delivery. Mem- 
bers will have the convenience of 
paying for premiums on Diners Club 
statements. Agents will receive full 
commissions and renewals. 

If a prospect is not a Diners Club 


member he may apply for membership — 


through his agent and the club will 
pay a bonus for each membership 
application accepted. 

The coverage is guaranteed renew- 
able for every enrolled member of the 
family to age 75 and pays up to $7,500 
for each covered sickness. 


Marine Institute Has 
Santa Rosa Coverage 


Most of the hull and P.&I. coverage 


on the passenger liner Santa Rosa of 
the Grace Line, which collided with 
the tanker Valchem off Atlantic City 
March 26, is in the U.S. market. Amer- 
ican Marine Insurance Institute alone 
has underwritten $10 million damage 
and liability on the ship. Legally the 
responsibility for the collision has not 
been determined. 

The Valchem was severely damaged, 


and the bow of the Santa Rosa sus- 


‘tained considerable injury, both from 
the crash and from a subsequent fire. 
The extent of the damage to both 
ships has not been determined. The 
listed value of ships of the Valchem’s 
class is about $500,000, but extensive 
conversion of the tanker to permit it 
to carry chemicals, had increased its 
value considerably. 


North British Tenn. Changes 

North British has closed its Knox- 
ville office and transferred Dale F. 
LaFevers, special agent, from there to 
Nashville. While at Knoxville he 
largely confined his activities to east- 
ern Tennessee. James Y. Crawford, 
state agent, will continue to supervise 
the Tennessee field, and both he and 
Mr. LaFevers will travel the entire 
state. 
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Wash. Agents Adopt 
Four Resolutions 


Washington Assn. of Insurance 
Agents at its first midyear meeting, at 
Port Angeles, adopted a_ resolution 
condemning as unfairly discriminatory 
the action of some mortgage companies 
in refusing to reserve insurance premi- 
ums for homeowners’ policies unless 
coverage is purchased from the mort- 
gage company. Other resolutions 
pledged support of a bill to permit 
independent business and professional 
men to defer income taxes on funds 
reserved for approval pension plans; 
supported current legislation in Con- 
gress divorcing automobile manufac- 
turing from financing and insurance 
activities, and called on the state as- 
signed risk plan to grant medical pay- 
ments coverage. 


Muckenfuss To S. C. Field 


Central Mutual of Van Wert has 
assigned William D. Muckenfuss as 
special agent traveling South Carolina. 
With the company since 1955, he was 
a multiple peril underwriter before 
going into special agent training. 








An 


appraisal 
will 

protect 
you, 
too! 


With inflation so consistently adding 
to the insurable values of your client’s 
properties, the insurance you sold even 
one year ago may not be enough to 
give proper protection today. 

Should a fire occur, your client 
might lose a substantial amount of 
money. You might lose future business. 


How to get a client to buy the 
greater protection he needs? 


One effective way is to recommend 
Continuous American Appraisal Serv- 
ice®. Your client will receive periodi- 
cally up-to-date valuations of his 
insured plant assets, reflecting phys- 
ical changes as well as fluctuations in 
value. Any shortage in insurance will 
become readily apparent. Both you 
and your client will be working from 
facts that will stand investigation, 
assembled by the 63-year leader in 
the field. 

American Appraisal reports for your 
clients are good protection for you. 


The 
AMERICAN 
APPRAISAL 


Company® 


Heme Office: Milwaukee 1, Wiscensin 
Offices in 18 cities coast-to-coast 
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Grain Dealers Mutual 
Elevates J. H. Bowen 


Joseph H. Bowen, secretary of Grain 
Dealers Mutual of Indianapolis, has 
been elected president and director 
succeeding O. M. Earl who becomes 
chairman of the executive committee. 

Mr. Bowen joined the company in 
1927 as an underwriter and subse- 
quently served as manager of the mill 
and elevator department and as sec- 
retary. 

R. D. MacDaniel was elected lst 
vice-president and H. E. Wells treas- 
urer. 


Wash. Tax On Agents Is 
Compromised At 25% Boost 


The compromise business and occu- 
pation tax in Washington which in- 
creases the rate on gross commission 
income of agents, brokers and general 
agents by 25%, took effect April i. The 
new rate is 1%, compared with the old 
rate of .8%. It was originally proposed 
to increase the rate on agents and 
brokers 550% to 4.25%. 


Ins. Co. Of Oregon 


To Increase Capital 


Stockholders of Ins. Co. of Oregon 
have voted to increase capitalization 
from 80,000 to 200,000 shares. For each 
share now owned, stockholders may 
purchase 1% shares of the new issue 
to be brought out April 15. 

Stockholders also voted for cumula- 
tive voting to insure minority repre- 
sentation on the board. 


N. Y. Fire Protection 
Engineers’ Card Ready 


New York chapter of Fire Protection 
Engineers will meet April 14 at Hotel 
Statler. The meeting coincides with the 
annual conference of Greater New 
York Safety Council. 

Arthur P. Dunlap, safety and fire 
prevention manager of Union Carbide 
& Chemical Co., will address the en- 
gineers on “The Five ‘Knows’ of 
Emergency Planning;”’ William E. 
Rossagel, safety engineer of Consoli- 
dated Edison Co. of New York, will 
speak on “Why Industrial Plants Need 
A Good Fire Protection Program;” 
and Hugh D. Graham, mining health 
and safety engineer of U. S. Bureau 
of Mines, will give a demonstration 
on the basic fundamentals of static 
electricity hazards. 


Wood, Pountain In New 
Field Jobs In Ore., Wash. 


Kenneth E. Wood has been appointed 
special representative in Oregon for 
Cascade of the United Pacific group. 
He succeeds M. D. Pountain, who has 
joined Phoenix of Hartford as special 
agent at Seattle handling western 
Washington. 


Atighbightt4- 


from our 57th Annual Report 


to Policyholders 


@ As of December 31, 1958, as reported to the Indiana Insur- 
ance Department, Assets totaled $29,331,322; Liabilities, 
$17,452,195; and Surplus to Policyholders, $11,879,126. . 


ASSETS increased by $2,329,763 or 8.6% over 1957. 


SURPLUS TO POLICYHOLDERS increased by $2,426,685 
or 25.7% over 1957. 


NET PREMIUMS WRITTEN were $17,276,529 for the 
year, a decrease of $1,091,260 or 6.3% from 1957. 


LOSSES INCURRED (including Loss Expenses) during 
1958 were $8,448,386. Ratio of incurred losses to 
earned premiums was 46.6%, as against 50.9% for 1957. 


SAVINGS of $2,798,079 were returned to our policyhold- 
ers as dividends during 1958. This total compared with 
dividend savings of $2,987,700 returned during 1957. 





Business since organization in 1902: Net premiums jwritten, 
$216,073,688; net losses paid, $79,747,807; savings returned 
to policyholders as dividends, $33,940,000. 
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Grin Dealou/lfitid, 


INSURANCE COMPANY 


indianapolis 7, indiana 


Western Department: Omaha 2, Nebraska 


FIRE + CASUALTY » AUTOMOBILE : INLAND MARINE 











Georgia And Alabama 


Handbook Published 


A new Underwriters Handbook of 
Georgia and Alabama has just been 
published by the National Under- , 
writer Co. It provides complete and 
up-to-date information on the agen- 
cies, companies, field men, general 
agents, groups, and other organiza- 
tions affiliated with insurance 
throughout these states. Copies of 
the new Georgia and Alabama 
Handbook may be obtained from 
the National Underwriter Co. at 
420 East Fourth Street, Cincinnati 
2, Ohio. Price $12.50 each. 
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7) 1S BUSINESS ABROAD 
weg” \MMUNE FROM DISHONESTY ? 


At home and overseas, losses are climbing steadily. Why not 
let your clients know that you can protect their foreign — 
ests against financial loss from dishonesty of employees, 
forgery, burglary, theft and mysterious disappearance 
through the American Foreign Insurance Association. 

It’s good business — profitable business — for you to be 
identified with AFIA. Then your clients know you have 
world-wide facilities and can handle all of their overseas 
insurance needs, except life, in all parts of the world. 


Our nearest office will be glad to give you full help. 














AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street ¢ New York 38, New York ore 
CHICAGO OFFICE . . Insurance Exchange Building, 175 West Jackson Blvd., Chicago noes 
DALLAS OFFICE... ....-.-- - 400 Vaughn Building, 1712 Commerce Street, eee sens 
LOS ANGELES OFFICE.....---++-+> 3277 Wilshire Boulevard, Los — 5, pe rat 
SAN FRANCISCO OFFICE. .Russ Building, 235 Montgomery Street, - port 4, min : 
WASHINGTON OFFICE... . Woodward Building 733 15th Street N. W., Washington . GC 
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An association of leading American capi al s ; ! 
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surety insurance companies providing insurance protec 





May 11-13, Pacific Board, annual, Biltmore Ho- 


| 
| 


April 16-17, Ohio mutual agents, annual, Neil 


April 29-May 1, Zone V of NAIC, Arlington 


| April 30, Midwestern Independent Statistical 


Conventions 


April 10-11, Southern Agents Conference of 
WAIA, anntal, Admiral Semmes Hotel, 
Mobile. 

April 13, Rhode Island Assn. of Insurance 
Agents, midyear, Sheraton-Biltmore Hotel, 
Providence. 


House, Columbus. 

April 19-21, Mississippi mutual agents, annual, 
Hote] Heidelberg, Jackson. 

Apri! 19-21, Rocky Mountain Territorial Con- 


ference of NAIA, Breadmeor Hetel, Colorado 
Springs. 


April 21, New Hampshire agents, midyear, 
Manchester Country Club, Manchester. 

April 26-28, National Board of State Directors 
of NAIA, midyear, and Far West Agents Con- 


ference of NAIA, annual, Westward Ho Hotel. 
Phoenix 


April 26-28. Iowa agents, annual, Roosevelt 
Hotel, Cedar Rapids 


Hotel, Hot Springs, Arkansas. 
April 30, Chicago I-Day, Conrad Hilton Hotel. 


Service, annual, LaSalle Hotel, Chicago. 

April 30-May 1, Conference of Mutual Cas- 
ualty Companies, claim conference, Conrad 
Hilton Hotel, Chicago. 

April 30-May 2, North Carolina agents, annual, 
Carolina Hotel, Pinehurst. 

May 3-5, Alabama agents, annual, Whitley 
Hotel, Montgomery. 

May 3-5, Florida mutual agents, 
Robert Meyer Hetel, Jacksonville. 

Vay 3-5, New York agents, annual. Hotel Svr- 
acuse, Svracuse 

May 3-5, Zone 3 of NAIC, Sheraton-Seelbach 
Hotel, Louisville. 

May 4-6, American Mutual Insurance Alliance 
annual, Edgewater Beach Hotel, Chicago. 

May 4-6, Health Insurance Assn., Bellevue- 
Stratford Hotel, Philadelphia. 

May 4-6, National Assn. of Mutual Casualty 
Companies, annual, Edgewater Beach Hotel. 
Chicago. 

May 5-8, Insurance Accounting. & Statisti- 
cal Assn., annual, Ambassador Hotel, Atlan- 
tic City. 

May 6-8, National Assn. of Independent Insur- 
ance Adjusters, annual, Shamrock Hilton 
Hotel, Houston. 

May 7-8, Missouri mutual agents, 
Governor Hotel, Jefferson City. 


annual, 


annual, 


tel, Santa Barbara, California. 

May 11-14, National Assn. of Insurance Brokers, 
annual, Waldorf-Astoria, New York. 

May 12, Assn. of Casualty & Surety Compa- 
nies, annual, Waldorf-Astoria, New York. 

May 12-15, Insurance Company Education 
Directors, annual, Skytop, Pa. 

May 14-15, Arkansas agents, annual, Arlington 
Hotel. Hot Springs. 

May 14-15, Central Claim Executives Assn., 
Marott Hotel, Indianapolis. 

May 14-15, National Assn. of Casualty & Surety 
Agents, midyear, Ambassador Hotel, Chicago. 

May 18, Vermont agents, spring meeting, Wood- 
steck Inn, Woodstock. 

May 18-20, American Assn. of Managing Gen- 
eral Agents, annual, Essex House, New 
York. 

May 18-20, Illinois Bureau of Casualty Insur- 
ers, annual, St. Nicholas Hotel, Springfield. 

May 18-20, Insurance Accounting and Statis- 
tical Assn., annual, Ambassader Hotel, At- 
lantic City. 

May 21, National Board of Fire Underwriters, 
annual, Biltmore Hotel, New York. 

May 21-22, Casualty Actuarial Society, spring 
meeting, Ambassador Hotel, Atlantic City. 

May 21-23, Texas agents, annual, Hotel Texas, 
Fort Worth. 

May 21-23, Florida agents, annual, Jacksonville. 


May 28-29, Georgia agents, annual, Biltmore 
Hotel, Atlanta. 

June 1-2, Eastern Underwriters Assn., mid- 
year, Otesaga Hotel, Cooperstown. 

June §-6, Virginia agents, annual, Greenbrier, 
White Sulphur Springs, W. Va. 

June 7-9, Georgia mutual agents, annual, King 
and Prince Hotel, St. Simons. 


June 7-9, Tennessee and Kentucky Mutual 
agents(combined), annual, Andrew Jackson 
Hotel, Nashville. 

June 8-10, Southeastern Underwriters Assn., 
annual, Homestead, Hot Springs, Va. 

June 8-12, NAIC, annual, Statler Hotel, Bos- 
ton. 


June 11-13, Mississippi agents, annual, Edge- 
water Gulf Hotel, Edgewater Park. 

June 10-14, National Assn. of Public Insurance 
Adjusters, annual, Concord Hotel, Kaimesha 
Lake, N. Y 


June 14-17, Conference of Mutual Casualty 
Companies, management conference, Ant- 
lers Hotel, Colorado Springs, Colorado. 

June 14-18, International Assn. of A&H Un- 


derwriters, annual, French Lick-Sheraton 
French Lick, Ind. 


| June 15-17, Michigan Capital Stock Ins. Assn., 


Michigan Blue Goose, Michigan Fire Preven- 
tion Assn., annual, Gratiot Inn, Port Huron, 
Mich. 

June 17-18, Illinois farm agents, annual, Jeffer- 
son Hotel, Peoria. 


June 17-19, Maryland agents, midyear, Com- 
mander Hotel, Ocean City. 
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UNINTERRUPTED 
YEARS 


INTEGRITY 


SERVICE 


1799-1959 
PROVIDENCE 
WASHINGTON 

INSURANCE 
COMPANY & 1799 7 


20 WASHINGTON PLACE, PROVIDENCE, R. | 





WHERE TO PLACE 
YOUR BUSINESS 


A guide or directory of responsible and 

adequately equipped local agents. These 

offices have nation-wide facilities for han- 
dling your out-of-state business. 











CRITCHELL- MILLER 
INSURANCE AGENCY 


Established 1868 
Insurance Exchange Building 


CHICAGO 








33 YEARS 

of rendering preferred 
( service to non-resident 
KING ¢ AGENTS - BROKERS 
FISCHER STATE WIDE FACILITIES 


‘ 115 N. Olive 
INSURANCE West Palm Beach, Flo. 











Dudiey L. Moore, Insurance 
Specializing in assisting agents 
in placing unusual lines. 


(Foreign and Domestic Markets) 
Atlanta Federal Savings Bldg. 


Atlanta 3, Ga. JA 5-7465 
Tithe Bidg. Gurney . 
Birmingham. Ala Orlando, . 








Moore, Case, Lyman & Hubbard 
General Agents 
175 W. JACKSON BLVD. 
CHICAGO 
WAbash 2-0100 











Chris Schroeder & Son, Inc. 
210 FE. Michigan St, MILWAUKEE 
Engineering Services—All Lines 
The largest insurance agency in the 
State of Wisconsin 
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Southern General 
Names Three V-Ps 


Southern General has promoted Earl 
Watters to vice-president and treasur- 
er, James B. Hiers Jr. to vice-presi- 


dent and secretary, and Mitchell 
Gwinn to vice-president. 
Mr. Watters has been treasurer 


since 1957 and before that was with 
American Mercury. Mr. Hiers has 
peen claims manager and before join- 
ing the company was with American 
Surety. Mr. Gwinn was with Progres- 
sive Fire when that company was 
merged with Southern General in 
1956. 


O'Toole Starts Publication 


On Management Ideas, N ews 


O’Toole Associates, Queen’s Village, 
N. Y., management consultants spe- 
cializing in life, fire, casualty and 
fraternal insurance companies coun- 
trywide, has begun publication of 
“Management Briefs,” which will be 
issued from time to time for clients 
and prospective clients. The publica- 
tion deals with ideas, problems, and 
suggestions in the field of insurer man- 
agement. 

Among the topics discussed in the 
first issue are the basis of executive 
performance, salary pressures, ques- 
tions on sales activity, compensating 
directors by retainer, a check list of 
what a president should do, how to 
make hard decisions easier to make, 
the price of a cup of coffee (the full 
cost of the coffee break), what to 
expect of a senior supervisor, and how 
to choose a management consultant. 


Swann & Everett Appoints 
W. G. Cooper A Director 


Swann & Everett, London brokers, 
has appointed W. G. Cooper a director. 
He was formerly with Griffiths Tate 
of London, as were L. L. Hussey, K. 
C. Lindqvist and J. C. Varney, who 
have joined Mr. Cooper as assistant di- 
rectors of Swann & Everett. 


Three Advanced By Fred. S. James 

S. W. Finger has been made a part- 
ner and member of the firm of Fred. S. 
James & Co. agency of Chicago. He is 
also appointed treasurer. Mr. Finger 
joined James & Co. in 1945 after 
having been with Commonwealth Edi- 
son. 

L. C. Havey of Philadelphia has been 
made an executive vice-president. He 
was with Ocean Accident and Creth & 
Sullivan of Philadelphia. When Creth 
& Sullivan merged with Fred. S. 
James, Mr. Havey was made a vice- 
president of James & Co. 

J. M. Wilmer has been made an 
executive vice-president at San Fran- 
cisco. He was with National Fire be- 
fore joining Fred. S. James in 1944 at 
San Francisco. He was elected a vice- 
President in 1950 and was made a 
member of the firm in 1952. 






THE OLDEST INSURANCE 
COMPANY IN THE WORLD 








55 FIFTH AVE., NEW YORK 


FeNATIONAL UNDERWRITER 


Caddell Is Buffalo 
West Coast Manager 


Buffalo has advanced James H. 
Caddell from New Jersey state agent to 
manager at San Francisco. 

He began his insurance career in 
1941 as a fire underwriter with Royal- 
Globe and was later in the fire re- 
insurance department and in the field. 
From 1946-1951 he was with Caledon- 
ian where he supervised the territories 
of eastern Pennsylvania, Delaware, 
Maryland and District of Columbia. He 
has been New Jersey state agent 
since joining Buffalo in 1951. 


Western Mass. Casualty 


Underwriters Assn. Elects 


Western Massachusetts Casualty 
Underwriters Assn. has elected Irl O. 
Brown Jr. of General Accident presi- 
dent, Charles P. Mahon of Fireman’s 
Fund vice-president, Kenneth W. 
Richman of Springfield F.&M. secre- 
tary, Philip O’Hara of U.S.F.&G. 
treasurer, and Harvey Goodchild of 
Aetna Casualty executive committee 
member-at-large. 
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served with 






integrity and dignity 


GRIFFITHS, TATE LTD. 
175 W. Jackson Blvd., Chicago 4, Ill, WAbash 2-7577 


Howard A. Goetz. President 











AFTER A LOSS... 


Could your 





for itself... 


continuing, up-to-date basis. 


consideration. 


Stevens, Dept. 280, today. 





write this letter? 


The letter reproduced in this advertisement speaks 


Costly time, considered in terms of how long it 
would take your assured to “get back in business” 
after a disastrous, total loss can be reduced by 
recommending an authoritative appraisal on a 


Adjusters, in cases involving fire and other types 
of loss, offer swift settlements when Marshall and 
Stevens, nation-wide appraisal engineers, have 
represented the true value of the assets under 


The informative brochure, “The Purposes of 
Appraisals” can be yours by writing Marshall and 





assured 






MARSHALL and STEVENS 


INCORPORATED 


Appraisal Engineers 
53 West Jackson Blvd., Chicago 4, illinois 


AN INTERNATIONAL APPRAISAL COMPANY, MARSHALL AND STEVENS OFFERS LOCAL PERSONALIZED APPRAISAL SERVICE. 
Offices in Chicago, Cincinnati, Dallas, Denver, Detroit, Honolulu, T.H., Houston, Los Angeles, Minneapolis, New York, Philadelphia, Phoenix, 
Richmond, St. Louis, San Francisco, Vancouver, B.C. 














WHEN IS AN INSURED 
UNDER-INSURED? 


a 
| 
| 
idiatttiblilielail 


If an insured is carrying the same amount 











of casualty insurance this year as he did last | 
year, he is under-insured. If he is carrying the 
same amount as he did five years ago, he is 
looking for trouble, and will find it in the 
form of disaster. 














AGENCY MANAGERS LIMITED 
BEN D. COOKE—PRESIDENT 


102 MAIDEN LANE e NEW YORK 5, N.Y. 


CASUALTY REINSURANCE UNDERWRITERS 
FOR THIS POOL OF COMPANIES 


THE NORTHERN ASSURANCE COMPANY, LTD. 
CITIZENS CASUALTY COMPANY OF NEW YORK 
AMERICAN HOME ASSURANCE COMPANY 



































Specializing in 
FIDELITY and SURETY 
BONDS 








SEABOARD SURETYCOMPANY 


100 WILLIAM STREET, NEW YORK 38 
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C. V. Starr Retires, 
Youngman Named 
AIU Chairman 


William S. Youngman, president of 
C. V. Starr & Co., has been elected 
chairman of Amer- 
ican International 
Underwriters. He 
succeeds C. V. 
Starr, who is re- 
tiring from admin- 
istrative respon- 
sibilities but con- 
tinues as a director. 
Mr. Starr will also 
act as an adviser, 
particularly in the 
foreign life insur- 
ance and_ invest- 
ment fields. 

Mr. Youngman joined Starr & Co. 
in 1949. He was named president in 
1950 and continues in that position. He 
also continues as chairman of American 
Home and as chairman of American 
International Assurance of Hongkong, 
and Philippine American Life of Man- 
ila. 

Mr. Starr established American In- 
International Assurance of Hong Kong, 
in Shanghai in 1919. He has since 
pioneered in establishing life and pro- 
perty insurance facilities in many 
countries. 


Wm. S. Youngman 


Arguments Continue In Pa. 
Hearings Over School Rates 


At a hearing in Harrisburg Pennsyl- 
vania public school officials protested 
rate filings of Middle Department 
Assn. of Fire Underwriters for a 10% 
reduction in standard buildings and a 
25% cut in fire resistive school struc- 
tures. They claimed rates should be 
reduced further. 

Middle Department testified fire 
losses in publie school buildings in the 
state for the first 2% months of this 
year totaled $1,425,000, compared with 
$884,042 for the 1956-57 school year 
and $352,149 in 1954-55. The rating 
bureau contended the insurance com- 
missioner has no authority to reduce 
rates below the reductions filed. At 
present public schools are grouped 
with parochial schools and colleges 
and universities for rating. 

William E. Cobb, research spec- 
ialist of the department of public 
instruction, testified that during five 
years 1952 through 1957 public schools 
paid $15,100,332 in premiums and had 
fire losses of $3,222,321, for a 21.34 loss 
ratio. But figures submitted by Middle 
Department showed that the ratio was 
33 on all types of school and college 
buildings. 
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Hullett Chairman Of 
Columbian National, 
He Succeeds Sears 


President James C. Hullett of Hart- 
ford Fire has been elected chairman 
and a director of 
Columbian Nation- 
al Life. Directors 
elected Francis P. 
Sears, former 
chairman, to the 
newly created pos- 
ition of honorary 


chairman. 
Columbian Na- 
tional became a 


member of the 
Hartford Fire 
group in February 
through acquisi- 
tion by Hartford Fire of more than 98% 
of Columbian stock. 

Stockholders of Columbian National 
also elected five other officers of Hart- 
ford group to vacancies on the Colum- 
bian board. They are Roland H. Lange, 
Barnard Flaxman and Philip S. Brown, 
vice-presidents; Manning W. Heard, 
vice-president and general counsel, and 
Harry K. Haag, vice-president and 
comptroller. Four Columbian directors 
were reelected, Julian D. Anthony, 
Columbian National president; Freder- 
ick Ayer, a director of First National 
Bank of Boston; Francis P. Sears Jr,, 
of Paine, Webber, Jackson & Curtis, 
Boston, and Theodore L. Storer, presi- 
dent of R. M. Bradley & Co., Boston. 


Heads Finance Committee 


James C. Hullett 


Mr. Hullett also is chairman of the 
finance committee and a director of 
Hartford Fire, Hartford Accident, Hart- 
ford Live Stock and New York Under- 
writers. He is president and a director 
of Citizens of New Jersey and a direc- 
tor of London-Canada, affiliates of 
Hartford Fire. He is a vice-president 
and member of the executive commit- 
tee of Hartford Better Business Bur- 
eau; a director of Dime Savings Bank 
of Hartford, Hartford Electric Light 
Co. and Connecticut Institute for the 
Blind, and a trustee of Connecticut 
Public Expenditure Council and Con- 
necticut Bank & Trust Co. He served 
as president of National Board for two 
terms, 1956 through 1958. 

Mr. Sears, one of the incorporators 
of Columbian National in 1902, has 
been closely associated with the com- 
pany 57 years. He served successively 
as treasurer and vice-president and 
comptroller until his election as presi- 
dent in 1933, a post he held till 1947 
when he was elected chairman. 
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Reports On Agent, 
Company Discussion 
Of Changes, Plans 


BUFFALO—tThe report of the con- 
ference committee of Eastern Agents 
Conference to the annual meeting of 
EAC here brought out news of several 
developments. The report was made by 
E. Stuart Windsor of Baltimore, the 
chairman, and covered items discussed 
by the committee with its counterpart 
in Eastern Underwriters Assn. at a 
recent meeting. 

Other members of the agents’ unit 
are H. Earl Munz of Paterson, N. J., 
Joseph A. Neumann of Jamaica, N. Y., 
Elzey Walters Jr. of Stamford, Conn., 
and, ex-officio, Charles H. Franken- 
bach, Westfield, N. J., EAC chairman, 
and Valmore Forcier of Danielson, 
Conn., EAC vice-chairman. 

The company committee is com- 
prised of Charles M. Close of Great 
American, Sidney G. Behlmer of Hart- 
ford Fire, Charles P. Jervey of Travel- 
ers (represented at the meeting by 
Paul W. Newman), and George C. 
Peacock of Agricultural. Fred W. Dore- 
mus, manager of EUA, attended the 
meeting. 


Single Installment Plan 


One development is a countrywide 
change of installment premium pay- 
ment plans to the single deferred pre- 
mium payment plan, along lines of the 
plan developed on the Pacific Coast and 
now in use for inland marine. An 
explanatory booklet will be prepared 
by rating organizations for distribution 
to agents when the new plan becomes 
effective, Mr. Windsor said. 

Mr. Windsor reported that American 
Insurance Assn., through its committee 
on ways and means of reducing opera- 
tion costs, and Inter-Regional Insur- 
ance Conference’s committee on cost 
reduction, both have recommended a 
consolidation of the great number of 
forms, endorsements, and _ clauses, 
many of them duplications that are in 
use. This is particularly true in the 
east, where the greatest lack of uni- 
formity exists. In the midwest, south 
and on the Pacific Coast there is rea- 
sonable uniformity and central print- 
ing and distribution of forms, which 
have contributed to economies in oper- 
ation. 


A study by the rating methods and 
research committee of Eastern Under- 
writers Assn. showed that 308 forms 
and 423 clauses and endorsements are 
currently in use in its jurisdiction. 

Mr. Windsor said the conference of 
his committee with its counterpart in 
EUA indicated clear recognition that 
consolidation of forms in use, introduc- 
tion of common language in coverage, 
establishment of uniform identification, 
insertion of permissive clauses in all 
forms, and a uniform format for loca- 
tion of wording of coverage, exclusions, 


(CONTINUED ON PAGE 24) 
=== 
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Okla. Mutual Agents 
Hold Midyear At 


Tulsa Motor Court 


TULSA—Oklahoma Assn. of Mutual 
Insurance Agents tried a new approach 
with its midyear meeting here, going 
to the Remada Inn, a brand new and 
luxurious motor court on the outskirts 
of the city. The experiment appeared 
successful, attendance being highly 
satisfactory and, with an assist from 
the weather, everyone enjoyed the 
surroundings. The only hitches were 
minor and were due almost entirely 
to the newness of the inn and its 
organization. 

The program, though previously 
followed by the @klahoma mutual 
agents, differed considerably from that 
of most agent organizations. It began 
Sunday afternoon with a directors 
meeting and then a general business 
meeting, with a dinner and entertain- 
ment that evening. Monday morxing 
the program got under way with a 
breakfast meeting, followed by morn- 
ing and afternoon sessions, the con- 
vention being over by 5 p.m. 

Because of the tense political and 
law enforcement situation in Okla- 
homa the state referendum on repeal 
of prohibition being slated for Tuesday 
—there were no scheduled “social 
hours,” but those in attendance seemed 
to find sufficient refreshment anyhow. 


Presents Membership Ideas 


At the business meeting, President 
E. J. Ellis, Oklahoma City, outlined his 
ideas for building up membership and 
strengthening the association. Several 
proposals will be studied by commit- 
tees and probably voted on at the 
annual meeting next fall. H. E. Wyatt, 
Tulsa, vice-president National Assn. of 
Mutual Insurance Agents, reported on 
the national midyear meeting at Holly- 
wood Beach, Fla. G. G. Robinson, 
Oklahoma City, was toastmaster at the 
dinner. 

J.C. O’Connor, secretary the Nation- 
al Underwriter Co., spoke on recent 
insurance trends at the Monday break- 
fast. The morning session featured a 
panel on the new homeowners pro- 
gram. Participants were Donald Dre- 
her, Oklahoma General Agency, R. E. 
Phelps, Indiana Lumbermens Mutual, 
and Roy Helderman, Millers Mutual. 
Their discussion was followed by a 
lively question and answer session. 
George Stricker, chief underwriter 
Millers Mutual, talked on business in- 
terruption insurance and H. W. Henry, 
manager Oklahoma Inspection Bureau, 
on rating problems. 

Answering a number of questions 
the final event was a discussion of 
what agent, company and insured ex- 
pect from the adjuster, led by Benja- 
min Kennedy, Oklahoma City, Ist 
vice-president of the association. 


The library of Insurance Society of 
New York, in celebration of National 
Library Week, is holding a week-long 
open house April 13-17. 











Tulsa, Oklahoma 
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How do Your Policies Measure Up? 














In the event of a large or total loss, would your 


assureds have enough to cover the replacement costs? 
If not, who would be at fault? 


Make sure the folks who are counting on 


your good judgement are... 


INSURED TO VALUE 


2 Worcester 
Mutual 





49 Elm Street Worcester, Massachusetts 


MASSACHUSETTS’ OLDEST INSURANCE COMPANY 











A Career in the Making 


with the 


ILLINOIS MUTUAL 


Life and Casualty Company 


A Portfolio power packed with saleable policies is your 
assurance of a profitable and successful career. Here is 
a Company with a reputation for Quality Coverage, Out- 
standing Service, High Integrity, and Capable Man- 
agement. 





Everyone Needs Life, Disability and Medical Care Ex- 
pense Insurance. For 48 years Illinois Mutual has been 
a pioneer ‘in  Accident-Sich Hospital Insur » and 
new offers a pl Life | Prog 




















Direct Contract or 
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Inquire about our 


High Commission Rate—Ist Premium and Renewals! R 





E. A. McCord 
President 


(formerly: Illinois Mutual Casualty Company) 
“DEPENDABLE INSURANCE SINCE 1910” 


Home Office 
Peoria, Illinois 
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WC Underwriter Can Get Real Help From 
Statistics Available At WC Rating Bureau 


Statistics gathered for rate making 
purposes in workmen’s compensation 
can suggest ideas, facts and possibili- 
ties in the underwriting of WC risks, 
V. G. Lowe Jr., manager Minnesota 
Compensation Rating Bureau, told 
Conference of Mutual Casualty Com- 
panies at its underwriting conference 
in Chicago. 

Discussing “Better Underwriting 
Through Bureau Services,” he applied 
his theme specifically to experience 
rating. Experience rating forms show 
actual losses, he said. They show dis- 
counted losses or the primary actual 
losses, payroll by classification code 
number, expected loss rates, expected 
losses, D_ ratios, primary expected 
losses and the formula to compute 
the experience modification. All in- 
formation is shown for a period of 
three years, starting four years back. 

Losses are shown by year and size. 
These statistics demonstrate whether 
the loss ratio was the result of severi- 
ty or of frequency. Frequency invites 
severity, but it also invites safety en- 
gineering correction, he observed. Yet 
severity many times results from 
Many times a risk with a 


chance. 
large debit has been the victim of a 
highway accident or some similar 


severe claim. 
Rating Resembles Teeter-Totter 


By a study of the risk’s payroll over 
the three years the underwriter is 
able to determine whether there is a 
growth or decrease in the business 
activities of the firm. Experience rat- 
ing resembles a_teeter-totter, with 
one-third weight given each year of 
experience used. On one end of the 
teeter-totter are the losses, on the 
other the payroll. A fluctuation on 
either side may greatly influence the 
modification, he said. 

The theory of underwriting in this 
area is to take a debit rated risk, give 
it good safety engineering, cut down 
the losses, and take advantage of the 
debit rate. Mr. Lowe has observed 
some insurers take risks out of the 
assigned risk pool on this theory, 
risks with as much as a 20% debit. 
This doesn’t always work; the debit 
may rise instead of decrease. But it 
is a sound method. 

He said his bureau gets many calls 
daily from agents and underwriters 
asking for the experience modification 
on a risk. However, too many opinions 
are formed on that one figure—a 15% 
credit, say, or a 10% debit. He sug- 
gested that the experience modifica- 
tion over a period of five or 10 years, 
also available to agents and under- 
writers, might be more _ indicative. 
Many risks run a constant credit, oth- 
ers show a continuing debit, and still 
others swing back and forth across the 
base rate. 


Interpretation Of Debit, Credit 


The constant credit could mean a 
risk definitely better than average— 
due to management attitude or super- 
ior safety engineering. It could also 
mean the risk should be classified at 
a lower manual rate, or that the risk 
has more incidental, non-hazardous 
payroll that goes into the governing 
classification and acts as sweetening. 
The reverse could be true of a risk 
with a constant debit rating. The 
third group of risks shows a more nor- 
mal pattern. 

The pure premium exhibits pre- 
pared in each state in advance of a 
rate revision contain information that 


can be of value to the underwriter, 
he suggested. For example, losses are 
broken down as to serious, non-seri- 
ous, and medical. The underwriter 
knows that serious losses may be cost- 
ly to the insurer because they are 
discounted in the experience rating 
plan. While D ratios are intended to 
offset this discount, a preponderance 


of serious claims makes it difficult to 
determine an experience modification 
that represents the exposure. Also, 
serious losses on retrospectively rated 
risks can hurt the insurer since they 
can be larger than the limitation of 
losses elected by insured. The differ- 
ence is absorbed by insurers. 

The pure premium reflects modified 
losses, he said. If this premium figure 
is compared with the pure premium 
rate underlying the current manual 
rate, the underwriter can determine 
the adequacy of the present basic 
manual rate. From the credibility fac- 
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tors shown in this exhibit, the under- 
writer can tell how fast the rate jg 
going to move in the direction of 
adequacy. He suggested use of pure 
premium exhibits for several years to 
make these determinations. 

The underwriter may also find jt 
helpful to study the rating bureau’s 
annual statistical schedule Z circular. 
This shows number of claims and 
losses by class. From this it is not 
hard to compute the average size loss 
for the state, for medical and indemni- 
ty, by class. The underwriter then can 
compare these figures with those of 











MORE POLICIES—A recent survey shows 
that two out of three homeowners and 
motorists are now requesting monthly pay- 
ment plans. Some agents say that as many 
as nine out of ten ask for such plans. 


Do you want to sell more policies? Do 
you want to hold on to business that 
may otherwise go to another agent who 
provides a convenient payment plan, or 
to a direct writer? If you want to sell 
more policies, start offering Afco pre- 
mium budgeting to your insureds with- 
out delay. Send for your Afco Kit now. 
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his own company, to see if he is high 
or low ; 
From schedule Z the underwriter 
also can compute an average rate for 
the state and compare it with his 
company’s. Why would an underwrit- 
er do this, Mr. Lowe asked. Because 
rates reflect exposure. Minnesota has 
an average rate of about $1.04. Its as- 
signed risk pool rate is two or three 
times that. Consequently, the com- 
parison here would indicate to the in- 
surer whether it is writing high ex- 
posure, low exposure, or average risks. 
He urged underwriters to watch de- 
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velopments in the state which affect 
the “rate level.” An adequate rate 
level means a healthy underwriting 
climate for WC. This climate can be 
affected by many things. These are 
reflected in bureau rate proposals 
filed with the state authorities. Are 
they, and have they been, adopted in 
their entirety? 

He also suggested underwriters keep 
track of decisions being made bv the 
industrial commission, which inter- 
prets the WC laws, since these laws 
are being broadened every day by 
decision. 





CUT YOUR OPERATING COSTS—Afco 
minimizes your bookkeeping and collec- 
tion headaches. You eliminate open 
accounts—giving free credit can cost 
you much more than you realize. 


Every day you postpone sending 
for this Kit, you are losing out on 
new and more profitable business. 


The free, easy-to-use Afco Kit gives all 


the facts. 


Mail this coupon today for your Kit. 
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Tells How To Correct Underwriting Of 
Auto Business By Individual Agents 


Until recent years, companies were 
not too concerned with the experience 
of individual agents, since the over-all 
company experience seemed to be 
favorable, J.W. Barnett, western Penn- 
sylvania manager of Nationwide Mu- 
tual, told the underwriting conference 
in Chicago of Conference of Mutual 
Casualty Companies. Speaking on 
“Correcting Unprofitable Agents,” he 
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MORE THAN 480 LEADING INSURANCE 
COMPANIES make Afco’s facilities available 
to their agents. Afco is the only insurance 
industry premium budgeting organization 
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to give local service to independent agents 
and brokers. What’s more, Afco lets you 
budget all of an insured’s policies—not just 
those of a particular company or group— 








DIATELY. 





YOU ARE ELIGIBLE TO USE AFCO IMME- 


You sign no agreement with Afco and incur no 
financial obligation. 

You do not have to obtain the insured’s sig- 
nature to submit a budget account to Afco. 
You get the full premium from Afco in cash. 
Monthly, quarterly, semi-annual, annual and 
even tailor-made plans are available. 
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said that when automobile insurers 
began to hurt they had to know a lot 
more about their business in order to 
survive in a suddenly tightening mar- 
ket. Eligibility and desirability of risks 
took on new prominence. 

Some simply quit writing auto. 
Others curtailed their writings. Others 
did a little of both, by cancelling 
agents or agencies and by restricting 
their writing in certain areas or in 
particular classifications. Nationwide 
Mutual has had good results in grading 
up business at the source of it—the 
individual agent. 

The initial step was to identify those 
agents who were producing undesir- 
able results. Each six months Nation- 
wide Mutual receives a statistical run 
on each agent. The information in this 
report is the premiums and losses fo1 
the preceding six months and three- 
year cumulative premiums and losses 
The report also gives the persistency 
of business for these same _ periods. 
Normally, a _ three-year cumulative 
loss ratio of 60 or more calls for action, 
since the acceptable pure loss ratio is 
55. Automobile business of $10,000 per 
year is regarded as the minimum be- 
fore the loss figures are considered 
creditable. An agent with $10,000 of 
auto premiums per year with a cumu- 
lative loss ratio in excess of 60 is 
considered unprofitable. 

Underwriters review these reports 


to determine which agents need assis- 
(CONTINUED ON PAGE 32) 
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Editorial Comment 


Alice In Numbers Land 


The parade of company annual re- 
ports for 1958 has just about halted. 
Passing in review, the reports provided 
colorful examples of the graphic arts 
skills—in design, layout, typography, 
art work and photography. Compara- 
tive charts and displays of results over 
five and 10 year periods were plenti- 
ful and easily comprehended. Company 
presidents’ messages in most cases 
exhaustively covered the year’s opera- 
tions. For good measure, there were 
striking illustrations of sailing vessels, 
fire engines and typical American 
scenes. 

Not too many years ago, insurer an- 
nual reports were meagre leaflets with 
little more than a balance sheet, a 
perfunctory statement from manage- 
ment, and a listing of the board of 
directors and officers. Those were the 
days when results were invariably 
good. In recent years, when results 
have been bad, annual reports seem to 
have expanded in inverse ratio to 
underwriting profits. 

Emphasis on public relations in the 
business was mainly responsible. Re- 
putable financial publications may 
have further encouraged this trend by 
establishing contests for the best an- 
nual reports. Judges from the financial 
field, from the graphic arts and other 
related areas annually select the out- 


standing report. The winner knows it 
has met the standards ef perfectionists. 
But are annual reports prepared for 
perfectionists? For whom are they 
prepared? 

The obvious answer is stockholders. 
But they break down into various 
categories—professional investors, for 
example, and the traditional widows 
and orphans. The latter’s investments 
are probably guided by brokers. 

What reader image does the president 
and those helping him with his annual 
message have in mind? Is it the pro- 
fessional investor, the shareholder who 
knows little about the business, the 
agent, the employe—or a composite of 
all? Most of the presidents’ messages 
indicate that an attempt is made to 
include matters of interest to all. 

It would be interesting to ascertain 
the actual readership of a company 
annual report. Even more valuable 
would be a measure of reader reaction. 

What do the charts and graphic dis- 
plays mean to the different audiences? 
In short, what is insurer management 
achieving by its substantial invest- 
ment in this public relations docu- 
ment? The cost of a single annual 
report sometimes approaches the year- 
ly dividend payment of a company. 
Do the stockholders appreciate both 
equally?—J.N.C. 


The Cities Aren't Dead Yet 


There is a good deal of discussion 
these days with regards to the relative 
merits of doing business within the 
boundaries of a large city or, on the 
other hand, within its immediate 
fringe area, the suburbs. 

Many agents feel that the suburbs 
are a sort of untapped treasure-land; 
a kind of verdant paradise where 
premiums are to be had for the pick- 
ing. The cities, so this argument runs, 
are dead; or, at least, dying. 

A partial substantiation of this view 
of the city has recently appeared in 
the form of a research paper prepared 
and published by the Committee for 
Economic Development. Entitled “The 
Changing Economic Function of the 
Central City,” it expounds an entirely 
new phase in the development of the 
large central cities of the nation. 

There is, the book states, every rea- 
son to expect continued vitality at the 
very center of these cities. Office ac- 
tivities in this area are expanding and 
will continue to do so. A constant 
stimulus will be offered to these cen- 
tral business districts. 

Aside from this activity, however, 
only a growing obsolescence is seen. 
When the middle income areas reach 
an advanced stage of decay, they will 
be converted to intensive low-income 
use. Ancient slums will be abandoned 
for newer ones; populations will thin 
out in the former areas and rise in 
the latter. 

Furthermore, this outward move- 
ment of people will be matched by 
a corresponding movement of job op- 


portunities. Retail trade, manufacturing 
and wholesaling establishments will 
follow this movement as it reaches the 
edge of the city and then moves into the 
suburbs, concludes the book. 

To all of this, many agents now 
located in the large cities may well 
say, Amen; and look forward to mov- 
ing out to the suburbs themselves. 
Some have already done so. 

But, we can’t help wondering, de- 
spite what may very well be a large 
shift to the suburbs in the years to 
come, won’t there always be much 
opportunity within the city? 

We think so. And there seems to be 
quite a bit of evidence, both tangible 
and intangible, to support such a dis- 
senting voice. There is, for instance, 
the truly astounding amount of con- 
struction already in process, or in the 
planning stage, in cities like New 
York, Chicago and Pittsburgh. This 
construction is not limited to the cen- 
tral area, either. 

Large-scale rehabilitation is also 
very much in process. Slums are being 
cleared and, fortunately, are being re- 
placed with low-cost housing. Chi- 
cago’s near South Side may someday 
rival its North Shore as a_ sought- 
after place to live. 

Less tangible than the above are 
reports drifting back to the city from 
those companies which moved their 
entire operation out to the suburbs. 
Local help turned out to be less 
available and more transitory than 
had been anticipated. Also, the out of 
the way location h:s proven a distinct 


burden to suppliers. 

Finally, and most importantly, 
hasn’t there always been business to 
be had, whatever the place or the 
circumstances, for the agent with in- 
itative and perserverence? 

It is entirely possible that many 
agents will be making a mistake by 
a precipitous plunge to suburbia. The 
city may be dying, but the day of its 
demise seems a long way off at the 
moment.—R. R. C. 





Personals 


Business associates of James F. Mi- 
azza were busy last week extending 
congratulations to him on his 60th 
birthday anniversary, his 10th year as 
general manager of the southwestern 
department of General Adjustment 
Bureau, and his 40th year in the loss 
adjusting business. His early training 
as an adjuster began in 1919 with New 
Orleans Adjustment Co., then headed 
by his father, J. F. Miazza Sr. Later 
he became its manager in Shreveport 
and then was secretary in its head 
office. When it was merged with GAB 
at the end of 1933 Mr. Miazza was 
named general adjuster and in 1935 
became assistant general manager in 
Dallas, being advanced to manager in 
1949. He is widely known for his 
leadership in devising a system for 
handling catastrophe losses and for 
his interest in improving public rela- 
tions in the adjustment field. He has 
also been active in Blue Goose, and 
is a past most loyal gander of the 
Texas and Louisiana ponds. 


e 


Deaths 


FREDERICK T. MOSES, 73, chair- 
man of Firemen’s Mutual and Union 
Mutual of Providence, died at Warren, 
R. I. He was president of Appalachian 
of Providence of the Firemen’s Mutual 
group, and was a director of Protec- 
tion Mutual of Chicago. Firemen’s Mu- 
tual and Protection Mutual are mem- 
bers of the Factory Mutuals. He had 
been with Firemen’s Mutual since 1911 
and had been chairman since 1951. 


JOSEPH A. DONOHUE, 70, New 
York City broker, died in the hospital 
at Manhasset, L. I. He established the 
firm bearing his name in 1916 and 
specialized in workmen’s compensa- 
tion. At one time he was assistant 
commissioner of New York State In- 
dustrial Commission. 


WILLIAM F. SOUDER, 70, secretary 
and treasurer of Hanckel-Citizens 
agency of Charlottesville, Va., died. 


DANIEL J. SHEEHAN, assistant 
secretary of London & Lancashire 
group, died at St. Francis Hospital, 
Hartford. He joined the group in 1921 
and had been in charge of the automo- 
bile department since 1953. He was 
past president of Automobile Under- 
writers Club of Hartford. 


CARLOS P. FAUNCE, 99, chairman 
and former president of Holyoke Mu- 
tual Fire, died at his home in Salem, 
Mass. 

Mr. Faunce started in insurance in 
1879 when he joined the F. P. Howland 
agency of Abington, Mass. From this 
start he went with the Abington Mutual 
Fire, resigning as vice-president in 


1901 to accept a full-time position with 
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Holyoke Mutual, having been acting 
as a part-time inspector for Holyoke 
Mutual for the previous five years. 
He successively became general agent, 
vice-president, and in 1919 he was 
elected president. In 1950 he was elect- 
ed chairman. 

Mr. Faunce was one of the organizers 
of Mutual Fire Inspection Bureau in 
1908 and he maintained an affiliation 
with that organization, being associate 
manager at the time of his death. 


DELBERT P. ROBINSON, 69, for 34 
years With Michigan Millers Mutual of 
Lansing, died at Boca Raton, Fla. He 
was vice-president of the company 
from 1951 until he retired in 1955. 


M. F. FEY, Elyria, O., agent, died. 
Two of Mr. Fey’s three sons are agents 
and both have been prominent in in- 
surance education. R. E. Fey, Cincin- 
nati, was a lecturer in insurance at the 
University of Cincinnati and, among 
the earliest holders of the CPCU de- 
signation in the Cincinnati area, has 
had much to do with guidance of pro- 
spective CPCUs. R. N. Fey, Oxford, 
has taught insurance at both the Uni- 
versity of Cincinnati and Miami Uni- 
versity (Ohio). Another son, W. F. Fey, 
is a member of the faculty of the 
University of Wisconsin. 


JOHN L. SCOTT, 59, chief inspector 
at Chicago of Hartford Steam Boiler, 
died there. 


E. CLAY BROCK, 72, retired Seattle 
general agent, died after a long illness. 
He retired in 1943 after having operat- 
ed a general agency under the name of 
Brock & Allen and later as E. Clay 
Brock Co. His business was consolidat- 
ed with Edward Brown & Sons. 


Hutt, Veteran Hartford 


Fire Executive, Retires 


Charles F. C. Hutt, assistant sec- 
retary of Hartford Fire, has retired 
after 52 years with the company. He 
began with Orient in 1901 and six 
years later joined Hartford Fire. He 
was the first staff member of Hart- 
ford Fire’s horne office automobile de- 
partment when it was organized in 
1910. After serving as special agent, he 
was promoted to superintendent of the 
automobile department in 1923. He 
was elected assistant secretary in 1940. 





Blackwell To Fla. Agency 


Hubert L. Blackwell has joined Wil- 
son, Boozer & Volberg, managing gen- 
eral agency of Jacksonville, Fla. He 
recently retired from Employers Lia- 
bility after more than 30 years with 
the company. For the past 22 years he 
had been resident manager of the 
group’s southern department at At- 
lanta. 


ee 
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By H. W. Cornelius, Bacon, Whipple & Co., 
135 S. LaSalle St., Chicago, April 7, 1959 
Bid Asked 
Aetna Casualty Sadan ; 195 198 
pW eee F 245 250 
American Equitable » 76 TT 
American (N, J.) ..... ; 27% 2842 
American Motorists am 1742 18% 
American Surety . 21 22 
TIO ccscninesciscoessss , : 35 36 
Continental Casualty ae 126 128 
Crum & Forster ; 77 79 
Federal sstoteneeneie ; 62 64 
Fireman's Fund . ; 55 57 
General Reins. ...... ‘ 81 83 
Glens Falls .............. : 37 38% 
Great American Fire icnabeinnes 43 442 
Hartford Fire .......... ieienit 193 198 
Hanover Fire 40'2 42 
Jt ee eee 51 52 
Ins. Co. of No. America 137% 140 
SI TI © sncctivtssiniccnns _ 36 38 
Maryland Casualty = 40% 42 
Mass. Bonding ...................00 , 35 36 
National Fire ............<:.....-. ae 118 123 
National Union ............ccccccsseseeees ; 41 43 
New Amsterdam Cas. ..... 51% 53 
New Hampshire eat 45 47 
North River ............. ciliiigatestieicae aa 43% 
Ohio Casualty ...... 30 Bid 
Phoenix, Conn. ............. ee, 85 
).. i ESE ae 21% 2242 
We, Cs. CE TRH. cccrcsciersenneees 19% 21 
I shsicncetitinsntstnncissirncctienetanamsiinnens 49 51 
& Peek F.. & ME. .... 59 61 
Springfield F. & M 31 32 
Standard Accident 62 64 
Travelers ...... 9142 93 
U.S. F.&G 85 88 
U. S. Fire 30% 32 


More Sueaiees Named 
For N.Y. Agents Annual 


Additional speakers have been nam- 
ed for New York State Assn. of Insur- 
ance Agents’ annual convention May 
3-5 at Syracuse. Ivan Steiner Jr. of 
Wooster, president Ohio Assn. of In- 
surance Agents, will speak on “The 
Face of Tomorrow,” and Abner Ben- 
isch, Newark agent and president of 
New Jersey chapter of CPCU, will 
discuss mergers, consolidations and 
purchase of agencies. 

Lawrence F. Smith, director of re- 
search for NAIA, will discuss the 
New York state agency cost survey, 
and Robert B. Douglass of Potsdam, 
treasurer of the New York association 
and state chairman of the national 
advertising program, will present 
“Your Advertising Program in Action.” 


Cotton States Names Seven 


C. B. FunderBurk has been elected 
president of Cotton States Mutual and 
Cotton States Life & Health to suc- 
ceed D. W. Brooks, who was named 
chairman. Luke R. Lassiter, former as- 
sistant general manager, succeeds Mr. 
FunderBurk as executive vice-presi- 
dent. C. J. Bernhardt was promoted to 
secretary-treasurer and Robert Car- 
penter was named agency vice-presi- 
dent. 

W. O. Dabney was promoted from 
claims manager to vice-president in 
charge of claims, and J. L. McClain 
from underwriting manager to vice- 
president in charge of underwriting 
for Cotton States Mutual. 


Loveless Joins Sayre-Toso 


George Loveless, head of the rein- 
surance-excess surplus lines depart- 
ment of Continental Casualty since 
1954, has joined Sayre & Toso-W. B. 
Brandt & Co. where he will handle 
Lloyd’s placements and surplus lines 
business of Employers Surplus Lines 
and Seven Provinces. He has been 
with J. H. Minet & Co. at Lloyds, the 
Victor Montgomery general agency at 
San Francisco and Reinsurance Under- 
writers. 
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TIES 


Make the Difference 


No Excess & Surplus lines facility works as diligently 
as Geo. F. Brown & Sons to establish close ties with its 
markets. Brown, for example, sends more of its personnel 
to London than any other facility. Direct ties with 
London markets and first-hand knowledge of their opera- 
tion makes the placing of your risks that much more 
smooth and efficient . . . a quality your clients will appre- 


See what the difference does for you. Place your next 
special risk through the highly skilled personnel of . . . 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Boulevard 
116 John Street rs 


WaAbash 2-4280 
WoOrth 4-0745 


Chicago 4 8 
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SANBORN MAP COMPANY 


HOME OFFICE: 629 Fifth Avenue, Pelham, N. Y. 


NEW YORK CITY: 85 John Street 





SAN FRANCISCO: 530 Washington Street 














CONFUCIUS 
WAS RIGHT! 








And to his most famous proverb— 
“One picture is worth 10,000 words” 
—might be added: “One map is 

worth a thousand cards”! 


To a fire insurance underwriter, 

only reams of accumulated written 
data or an inspection of the premises 
and surrounding neighborhood can 
hope to replace what’s seen so 
quickly through the eyes of 
underwriting—a Sanborn map. 


That’s why Sanborn Maps are worth 
far more than their cost in time 
alone... and why “mapping” 
companies end up saving millions 

in lower average loss ratios! 


CHICAGO: 2205S. State Street 
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Progress Is Being 
Made In PR, Philips 
Says; More Is Needed 


[The press of the nation, with less 
than a handful of occasional excep- 
tions, have turned from uninformed 
criticism to enlightened support and 


wholehearted assistance in telling the 
public about the problems facing the 
insurance business, Harold K. Philips, 
manager of the public relations depart- 
ment of Assn. of Casualty & Surety 
Companies, told Eastern Agents Con- 


HeNATIONAL UNDERWRITER 


ference at its annual meeting in Buf- 
falo. 

It is imperative that the casualty 
and surety business clear up public 
misunderstanding on such matters as 
rising auto liability rates by supplying 
facts through broader PR efforts, Mr. 
Philips declared. He said he hopes 
shortly to see PR take its place beside 
indemnification and prevention as one 
of the major principles of insurance. 
Need Factual PR 


He said the kind of PR needed i 
that which gives the facts and truth 


about the business to a public that is 
thirsting for more and more informa- 
tion. This is the kind of PR that knows 
how to convince a complaining public 
what causes those automobile rates to 
go up and up, and what the public can 
and must do to bring them back down. 
The press and public have rallied to 
the support of the business when ade- 
quately informed of true conditions. 
Legislative investigating committees 
have been telling the public they are 
not being overcharged for auto liabil- 
ity. The outlook for further public 
education is promising. 





Some jobs call for a specialist 





Tree trimming is safer left to professionals-- men who 


have the skill and experience required for such tasks. Bonding 


problems, likewise, can best be solved by bonding specialists, 
such as the men who staff F&D’s 50 field offices. 


Fidelity and Deposit Company 


Bonding and Insurance 


Baltimore, Maryland 
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Court Interpretations 


Of Ill. Scaffold Act 
Hit At Chicago Meeting 


The so-called scaffold act of Illinois 
has recently been the cause of some 
stiff verdicts handed down by the 
state’s supreme court. Consequently, a 
full attendance was on hand to hear 
L. I. Hatch Jr. of the Chicago law 
firm of Hinshaw, Culbertson, Moel- 
mann & Hoban, discuss this act and 
its interpretations, at the April meet- 
ing of Casualty Underwriters Assn. of 
Chicago. Harold Bredberg of Bredberg 
Reports handled the meeting’s details, 

Although originally passed in 1907, 
the act was dormant for many years, 
More correctly called the structural 
work act, it is currently under much 
discussion, Mr. Hatch said. One of the 
problems of the scaffold act has al- 
ways been what liability comes within 
its scope. Ladders, for instance, not 
being used in “erection” or “construc- 
tion” work are not within the act's 
meaning. However, the simple expe- 
dient of placing planks on saw-horses 
constitutes a scaffold. 


Wording Causes Problem 


Another problem is that wording of 
the act which puts the responsibility 
of liability on the person “having 
charge” of the erection, construction, 
etc. In one case it was decided that 
the defendant did not have charge of 
the erection of a house, even though 
there was some proof of his deter- 
mining the manner of construction 
and nature of some of the materials. 

In another case quoted by Mr. 
Hatch, the scaffold act came into use 
because it was held that the injured 
employe could not sue his own em- 
ployer because of a “bar” in the work- 
man’s compensation act. The employe 
sued under the scaffold act and won 
the case..Because of the “imposition” 
of such liability, as the act is inter- 
preted by the Illinois supreme court, 
the scaffold act “imposes vicarious or 
vertical liability upon all persons in 
the chain of construction, from the 
lowest subcontractor to the owner 
himself,”’ Mr. Hatch stated. 


Have Determined Defenses 


As to the defenses to such a suit, 
the court has already determined that 
the defenses of a fellow servant’s neg- 
ligence, of contributory negligence, or 
of assumed risk are no longer avail- 
able. Apparently the only possible de- 
fenses left are that the sole proximate 
cause of the injury to the workman is 
his own negligence or that of his em- 
ployer, Mr. Hatch said. 

With regards to the underwriting 
aspects of the act, a bill is pending in 
Springfield to take the owner of prop- 
erty out of its provisions. Although he 
noted he has no idea what chance of 
success this bill has, Mr. Hatch said 
that “it appears unfair to hold an own- 
er on a vicarious liability, where he 
has no control over or is not in charge 
of the operations.” 

What really must be feared is that 
the cornerstones of the defenses now 
available are being chipped away by 
a judicial system which, “under the 
guise of modern and enlightened jus- 
tice is in reality leading us down the 
proverbial primrose path to welfarism 
or big brother control,” Mr. Hatch 
concluded. 


Atlantic Mutual Advances 


Jann In Midwest Unit 

Atlantic Mutual has appointed Rob- 
ert Jann assistant manager of the 
claims department of its midwest di- 
vision. 
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First Of Georgia Had 
Good 1958 Results 


First of Georgia Fire & Casualty 
wrote direct premiums of $934,252 in 
1958 compared with $690,379 in 1957. 
Net premiums were $439,774 against 
$292,010. Underwriting loss was $70,496 
compared with $70,915. Unearned pre- 
mium reserve was up to $322,342 from 
$175,820. Policyholders surplus rose 
from $949,719 to $971,816. 

Composite loss and expense ratio was 
down to 102.2% from 105.7%. Invest- 
ment income was up to $36,707 from 
$35,972. Operating loss was $10,789 
compared with $11,443 the year before. 

Donald E. Tefft, president, reported 
that First of Georgia Credit Life was 
incorporated during the year and will 
be operated by the fire and casualty 
staff. It will specialize in credit life 
and A&S on loans made by banks and 
finance companies. 


New Jersey Insurance Fieldmens 
Assn. will hold its annual past presi- 
jent’s dinner and golf outing at Spring- 
brook Country Club, Morristown, Ma) 
26. 
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$235,000 Insured Loss 
On Four Retail Shops 


Fire destroyed a row of four stores 
at Bayonne, N. J. The insured loss is 


estimated at $235,000 on buildings and 


contents. The loss is total. Also dam- 
aged in the fire were a bakery and a 
garage. 

Thirty losses resulted from the fire 


and payments will involve an esti- | 


mated total of $450,000, according to 
General Adjustment Bureau. 


Republic Indemnity Shows 
Gains In 1958 Statement 


Republic Indemnity of Los Angeles 
improved its operating results in 1958, 


and showed earnings of 65 cents a | 
share on net income of $109,754. In- | 


vestment income was $46,404 and un- 
derwriting profit $2,109, while the 
increase in equity and unearned pre- 
miums was $61,240. 

The company ended the year with 
surplus to policyholders at $642,729, a 
gain of $85,900. Combined loss and 
underwriting expense ratio was 97.1 
which compares with 107.6 the 
before. 


Green-Eyed Broker 


Jealous, of course, because his broker-friend-competitor has 
ANICO’s complete line of competitive policies (with competitive 
commissions ). He should inquire about ANICO. So should you. 





ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 
Life with Family Income 

to age 65. 
Income Conversion Rider. 
Annuities. 

All forms of A&H. 
Complete line of 
mortgage protection. 
Pre-Authorized Check Plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Famity Income Term Policy. 








OPENINGS EVERYWHERE IN 

TERRITORY FOR REPRE- 

SENTATIVES, BROKERS AND 
SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experi- 
ence will receive prompt attention and answer. 


For information address: 
COORDINATOR OF SALES 


AMERICAN NATIONAL 








OVER FOUR AND ONE 


INSURANCE Co. 


GALVESTON, TEXAS 





HALF BILLIONS OF INSURANCE IN FORCE 


year 
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lf you’re thinking of a vacation 


’ 
don t come to the Royal-Globe Agents’ School, 


ut if you really want a concentrated insurance course designed 


for career insurance agents, we invite you to attend the next 


session, starting May 4th. 


Now in its fifth year, Royal-Globe Agents’ School gives you a 
foundation in every form of fire, casualty, marine, fidelity 
and surety insurance. Taught by full-time instructors, experi- 
enced in both field work and teaching, this seven-week course 
has proven invaluable to men and women from all over the 
United States. 


Call your local Royal-Globe multiple-line fieldman for details. 


Royal-Globe Agents’ School is 
one more reason why, with 
agents, Royal-Globe is 


“TOPS IN EVERY SERVICE” 









150 WILLIAM ST., NEW YORK 38, N.Y. 





ROYAL INSURANCE COMPANY, LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD 
ROYAL INDEMNITY COMPANY © GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA 
NEWARK INSURANCE COMPANY © AMERICAN AND FOREIGN INSURANCE COMPANY © THE BRITISH & FOREIGN 
MARINE INSURANCE COMPANY LTD. © THAMES & MERSEY MARINE INSURANCE COMPANY, LTD, 
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EAC Conference Committee Gives Report 


(CONTINUED FROM PAGE 17) 


permissive or necessary clauses, etc., 
should lead to reduced costs and other 
benefits. 

Preliminary started in Janu- 
ary, 1959, to include economies of 
central bulk printing by competitive 
bid, plus the creation of a central 
distribution unit in a low rent area 
where orders for supplies from agents 
can be processed for the entire terri- 
tory. A start has been made in uniform 
identification of forms and standard 
wording with the introduction of the 
new business interruption forms. 

The discussion of EUA and the EAC 
committee covered flat cancellations. 
The conclusion was that they are a 
continuing problem. It was suggested 
that companies continue to segregate 
those agencies where a high percentage 
of flat cancellations exist, fire or cas- 
ualty, and where corrective measures 
in specific instances might be used to 
deal with unusual situations. 

EUA has recommended a study of 
underwriting and marketing factors 
involved in dwelling coverages. This 
will cover insurance to value, multiple 


work 


AMERICA'S 
OLDEST 
REINSURANCE 
GROUP 


MULTIPLE LINE 
ADMITTED REINSURERS 


PRUDENTIAL 


INSURANCE COMPANY 
OF GREAT BRITAIN 


SKANDIA 


INSURANCE COMPANY 


THE 
HUDSON 
INSURANCE COMPANY 
j. A. MUNRO, President 


90 JOHN STREET 
NEW YORK 38 NEW YORK 





occupancy of older dwellings, new real 
estate developments, blighted areas in 
large cities, expansion of suburban and 
semi-suburban areas with special ref- 
erence to water supply and protection 
and modern use of new materials in 
and methods of construction. 


Competition For Schools 


Agents still want means to meet 
rate competition on new, modern 
schools in the east. Competition for 
this business is serious, and agents 
need help, Mr. Windsor said. 

Inter-Regional has recommended 
countrywide use of a mandatory $50 
lightning deductible clause to elimin- 
ate the growing number of improper 
claims for lightning damage to electri- 
cal appliances, devices and fixtures in 
dwellings. Agents asked for reconsid- 
eration of the mandatory deductible 
and substitution of wording in the 
electrical apparatus clause that would 
exclude claims if repairs have been 
made on the apparatus and if the ad- 
juster could not verify by examination 
that an actual lightning loss had oc- 
curred. 

Lightning Coverage Abused 

Agents conceded, Mr. Windsor said, 
that some insured had abused the 
lightning coverage. But they did not 
agree that all such claims should be 
subject to a deductible until effort has 
been made to screen out improper 
claims. 

He noted Inter-Regional’s recom- 
mendation on coverage for radioactive 
contamination. Endorsement A limits 
coverage to perils in the policy, and 
endorsement B provides all risk cover- 
age. These endorsements apply only to 
premises containing radioactive mater- 
ial. A separate signed application is 
required, plus an inspection, to get a 
rate quotation for property damage or 
business interruption coverage. The 
premium for the latter will be added to 
the fire rate of the property involved. 


Agent Should Check Risks 


Mr. Windsor suggested that in- 
creased use of radioactive isotopes in 
manufacturing processes, in medical 
treatment, food processing, laboratory 
techniques, etc., make it advisable for 
the agent to check such risks, including 
hospitals and colleges, to offer the new 
coverage. Radium used for treatment 
in hospitals or clinics comes within the 
definition of radioactive materials. 

EUA has recommended withdrawal 
of profits and commissions insurance, 
since the coverage is available through 
selling price clauses. Casualty endorse- 
ments to fire policies on dwellings, 
used before the days of the package 
policies, now have a limited use. Their 
withdrawal has been recommended. 

The EUA public relations committee 
is studying the possibility of supple- 
menting that organization’s Effective 
Salesmanship manual with sound films 
dealing with the four principles of 
salesmanship—approach, interest, ac- 











“Service Beyond The Treaty” 
Intelligent Reinsurance Analysis 


FIRE + CASUALTY » TREATY » FACULTATIVE 


REINSURANCE 4 


CHICAGO 6, ILLINOIS + 309 W. JACKSON BLVD. 
WABASH 2-7515 


gency J, nc. 
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tion and close. The films would apply 
these principles to major kinds of in- 
surance. The additional sales promo- 
tion material could be used at meet- 
ings of state agents’ associations, local 
boards and field clubs. 

Applications from approximately 40 
eligible high school students have been 
received by EUA for its scholarship 
program at University of Maryland. 
From them 15 will be selected. Two 
local boards, Washington County, R. L., 
and Fitchburg, Mass., arranged for 
personal delivery by agents of the 
scholarship material to their high 
schools. 


Twin Cities Casualty Men 
Pick Broughton President 


Spencer A. Broughton, Minnesota 
Mutual F.&C., has been elected presi- 
dent of Twin Cities Casualty Insur- 
ance Underwriters Assn. Other officers 
are Norman S. Almquist, Hardware 
Mutuals of Stevens Point, 1st vice- 
president; George R. Plaster, Great 
Northern, 2nd vice-president; and Or- 
ville G. Haugen, American Hardware 
Mutual, secretary-treasurer. 


Form Company-Broker Unit 
In Mass. To Study Changes 


Insurance Brokers Assn. of Mass- 
achusetts has formed a coordinating 
committee, which has been established 
to get information about actions by 
companies that seem to be adverse to 
the best interest of agents and bro- 
kers. The general objectives of the 
committee are: Get information on 
company plans that involve taking 
over agent and broker functions and 
identity; inform members of advan- 
tages and dangers of various plans; 
establish permanent producer-compa- 
ny coordination, and cooperate with 
companies to improve methods. 

Lawrence B. Shearer of Boston, 
chairman of the committee, stated 
that some change is inevitable, but 
producers want to have a voice in di- 
recting the changes. The first confer- 
ence with a company has taken place. 


Total Loss Award On N. J. 


Risk Torn Down After Fire 


The appellate division of New Jer- 
sey superior court has upheld a lower 
court’s ruling that Camden, National 
Fire and Royal-Globe must pay a to- 
tal loss of $18,000 on a Pompton 
Lakes property which was more than 
50% destroyed by fire and later de- 
molished by order of a building in- 
spector, acting on a town ordinance. 
The inspector’s action was merely 
ministerial and the total loss was not 
by order of any civil authority, the 
court ruled. 

In their appeal, the insurers held 
that their contracts limited recovery 
to $12,600, the cost of repairs, despite 
the demolition ordinance. The court 
said that the limiting clause did not 
exclude liability for a constructive to- 
tal loss. 


Bovenkerk In New Post 


Arthur C. Bovenkerk Jr. has joined 
American Casualty as production man- 
ager at Pittsburgh. He has been field 
representative in Illinois for George F. 
Brown & Sons. 

Mr. Bovenkerk, a CPCU, had field 
and underwriting experience in Indi- 
ana with Ocean Accident before going 
with George F. Brown 44% years ago. 
He was an underwriter for more than 
a year before going into the field in 
Cook County and Illinois. 
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Kemper Issuing 
Monthly Payment 
Plan Nationwide 


A monthly fire and casualty premj- 
um budget plan is being issued by 
Kemper companies on a nationwide 
basis. The plan was introduced last 
year for test-marketing in selected 
areas. 

Under the plan, policyholders make 
a 20% down payment and select a five, 
10 or 20 month payment period. Sery- 
ice charges are 5%, slightly higher in 
Missouri and Nevada. Business as wel] 
as personal coverage may be budgeted. 
Six Golf Outings For Cincinnatians 

Insurance Golf Club of Cincinnati has 
scheduled six outings for the coming 
season. Committee members, each in 
charge of an outing, are A. M. Peck 
Jr., Pat Sweeney, Eppa Rixey III, 
W. L. Graham, and S. A. Sullivan. One 
session will be run off under the aus- 
pices of the Blue Goose. 

J. F. Schweer, secretary of Cincinnati 
Underwriters Assn., is handling mem- 
bership details. 


Constitution | 
Insurance | 


MULTIPLE LINE 
REINSURANCE 


Henri G. Ibsen 
President 


90 JOHN STREET 
NEW YORK 38 
NEW YORK 
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Texas Companies Draft Own Homeowners 


(CONTINUED FROM PAGE 4) 


pility-——with exclusions and limitations 


in each case listed immediately under 
the subject to which they apply. 

The property insured and extensions 
of coverage under section 1 and the 
entire portion of section 2 are exactly 
the same in the forms, with the differ- 


ences showing up in the lists of “perils 
insured against.” Such an arrange- 
ment, it is stated, has advantages in 
directness and simplicity. 

The property section consists of two 
parts, property insured and perils in- 
sured against. The liability section 
consists of three parts—comprehensive 
personal liability, medical payments 
and physical damage to property of 
others. 

No Form For Tenants 


No form for tenants has been pro- 
vided, according to the Texas com- 
panies’ statement, “inasmuch as it does 
not appear logical to grant a reduction 
in premium where the main item of 
insurance, the dwelling, is not in- 
sured.” 

As to coverage, the Texas policy 
follows the same pattern as at pres- 
ent, with all three forms including full 
replacement and 10% additional living 
expense as additional insurance. 

The amount of insurance on person- 
al property under “A” and “B” will be 
40% and under “C” 50% of the amount 
on real property. Provision will be 
made to increase or reduce these per- 
centages, with reductions based on a 
modified credit. 

Form “A,” titled the limited form, 
covers fire and EC on the dwellings 
and outbuildings on the premises, theft 
on premises only, $10,000 minimum 
limit comprehensive personal liability, 
$250 medical payments and $250 physi- 
cal damage to property of others. 

Form “B” includes all the coverages 
under “A” plus all physical loss on 
real property, additional EC on con- 
tents, and off-premises theft. 

Form “C,” covers all risks on both 
real and personal property and in- 
creases the minimum CPL to $25,000. 


Keep Texas Laws In Mind 


Basic conditions are detailed with 
Texas requirements and laws in mind, 
such as the valued policy law. Some of 
the features are: insurance under the 
Texas policy is excess to all other 
insurance; provision relating to vacan- 
cy and unoccupancy revised so as to 
avoid abuses under the present clause; 
provision on effect of loss on limit of 
liability is clarified; exclusions relating 
to sonic boom, nuclear damage and 
war damage are printed in the basic 
policy rather than in the forms, and 
the “pair and set” clause has been 
eliminated. 

The deductible applies to windstorm, 
hurricane and hail damage to real 
property and personal property in the 
open. The same deductible applies to 
wind-driven rain damage, subject to a 
$50 minimum. Also the $50 general 
deductible applies to all other real and 
personal property losses except fire, 
lightning and smoke, explosion, riot 
and civil commotion. The deductible 
applicable to theft under “A”and “B” 
and to all risks to personal property 
under “C” may be reduced to $25 or 
eliminated by endorsement and speci- 
fied charge. 

Both real and personal property in 
section 1 of each form are separately 
described with the exclusions applica- 
ble to each listed immediately there- 
under. The limit of liability applicable 
to real property includes other private 
structures on the premises without any 


limitation as to amount, such as the 
customary 10%, thereby making the 
insurance blanket. 

Off-premises coverage on personal 
property, provided in all the forms, has 
been increased to 25% from the usual 
10% with such coverage for secondary 
residences being added by endorse- 
ment. 

Under aircraft and vehicle damage, 
actual physical contact with the pro- 
perty insured is a requisite. Damage 
caused by an owner or tenant is not 
excluded, with a $50 deductible ap- 
plied. 

An important provision deals with 
off-premises theft under “B” and “O.” 
Mysterious disappearance is specifically 
insured and theft from unattended 
automobiles is not excluded, with a 
$50 deductible. However, an endorse- 
ment may be attached to reduce or 
eliminate the deductible. 


“Freezing” Exclusion Rewritten 


Likewise the “freezing” exclusion 
has been rewritten, as follows: ‘Loss 
caused by freezing, frost or cold weath- 
er; however, water damage resulting 
from freezing is not excluded.” A $50 
deductible would be applicable to such 
water damage. 

The Texas policy also simplifies the 
optional extension to cover deprecia- 
tion of real property by condensing the 
replacement cost clause of the present 
physical loss form. 

As for liability, the Texas policy 
makes no changes from the standard 
CPL policy except for the excess in- 
surance provision in the basic condi- 
tions. The section, however, has been 
rearranged so as to conform to the 
general pattern. 

Assn. of Texas Fire & Casualty Com- 
panies, official sponsor of the policy, is 
headed by Gus S. Wortham, president 
of American General. 

The dissatisfaction of Texas execu- 
tives with the new MIC homeowners 
has been known for some time. Some 
have expressed their criticisms in for- 
mal talks, such as the address made 
last September at a CPCU seminar in 
Houston by Raymond S. Mauk, vice- 
president American General, while 
others have voiced their observations 
in informal gatherings. 

The Texas companies decided to 
draft their own homeowners rather 
than recommend to the department 
that it approve the MIC policy with 
only those changes necessary to comply 
with state laws. They now believe that 
the policy filed April 2 is a “clear, con- 
cise and understandable document 
which will be a credit to the industry 
and which will command the approba- 
tion and respect of the buying public.” 

Virginia Casualty & Surety Assn., at 
its April meeting, heard T. L. Bondur- 
ant of the Virginia Rating Bureau dis- 
cuss the operation of the bureau as it 
relates to automobile PDL. 

































































































































































Working with Weghorn you can offer your clients 

the finest and most complete coverage for all their insurance 
needs. Twenty-seven top flight companies are allied with 
Weghorn representing the best in fire and marine, 

personal and business life insurance. And when 

it comes to service—sales aids, assistance in making 
presentations, handling of billing, etc.—you’ll soon see 

why Weghorn’s reputation is built on building 

better business for brokers. Why not phone 

or write us, today, we’d like to talk to you. 


JOHN C. WEGHORN AGENCY, INC. 
102 Maiden Lane, New York 5, N. Y. * Phone: Digby 4-8420 
Member of the New York City Insurance Agents Association 
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Let’s talk it over together. Remember our group is an agency group— 
first, last and always! 

The NORTHERN ASSURANCE GROUP has provided reliable stock in- 
surance protection through independent agents for over 100 years. 
Amiable Agent Affiliations Always Assured 


THE NORTHERN ASSURANCE COMPANY Ltd. 


AMERICAN MARINE and GENERAL INSURANCE CO. 


No need, fon thot WAY OUT-THERE Foeling ! 


Whenever things seem to reach the point of no return, don’t despair. 
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a different therapy than I, does not 
mean that either or both of us are in 


error.” 
Second Panel Discussion 


Following the luncheon discussion 
was a second panel which explained 
the establishment, operation, mode of 
financing, and results of the impartial 
plans. Participating in this 
were Dr. Lewis E. Viko, 


timony 


discussion 


Got a tough nut to crack? 


FeNATIONAL UNDERWRITER 


Hail Value Of Impartial Medical Witnesses 


FROM PAGE 5) 


member of the Inter-Mountain Clinic 
of Salt Lake City; Dr. Preston Wade, 
chief of the traumatic surgery section 
New York Hospital; Justice Aron 
Steuer, New York supreme court; Fed- 
eral Judge Francis Van Dusen of the 
eastern district court of Pennsylvania; 
and William F. Martin, counsel for the 
New York County Medical Society. 
Dr. Wade related the unfavorable 
impression he received the first time 





Just S-O-S for the Man from “Ag”... 
the company that’s Strong on Service / 


Keep the “Ag-Man” in mind whenever you're up 


against a tough selling or servicing problem. 


You'll find your Agricultural Insurance fieldman 


ready, willing and, above all, able to help out in vir- 


tually any situation. Got a real “problem prospect™ on 


the line? Or a survey to make? Put in a call for your 
*Ae-Man.” He has the experience and the technical 


know-how that will enable you to work things out 


in a hurry! 
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he was called to testify in a personal 
injury case. “I found myself witnessing 

sort of Alice in Wonderland play 
where no one said what he really 
thought and where deliberate misre- 
presentations of the truths were ac- 
cepted without comment or raised eye- 
brows.” These and similar impressions, 
well-founded or not, make the average 
physician avoid court appearances if at 
all possible, he said. This means that 
the better physicians are usually un- 
willing to testify unless they are act- 
ually involved in the treatment of the 
patient and, therefore, the use of med- 


Ag” Story 








April 10, 1959 


ical witness has not always been of the 
highest caliber. 

Under the New York program, an 
impartial medical witness may be 
selected from a panel of 97 specialists 
to resolve conflicting medical testj- 
mony. The panel member is introduced 
to the case by the medical report of- 
fice, examines the plaintiff in what is 
usually an informal and friendly at- 
mosphere and submits to the medica] 
report office a report which definitely 
and specifically as possible answers 
the questions which have led to the 
discrepancy in medical testimony pre- 
viously presented. After reviewing the 
report, the presiding judge may cal} 
the examiner and informally question 
him further to clarify points which 
will help him to make a decision. 

As a result of this examining pro- 
cedure, an early settlement has been 
effected in many instances and very 
frequently equitable settlement has 
been made that might not have re. 
sulted had this procedure not 
requested. 


been 


Could Not Represent Justice 


The reason for setting up the panel 
in New York, according to Justice 
Steuer, was not because the size of the 
settlements had gotten out of hand, 
but because the opinions of doctors 
were so “diametrically opposed that 
they could not represent justice.” The 
impartial testimony panel, he said, is 
“a palliative to the condition that has 
arisen from the disregard of principles 
by the adversary system.’ When two 
doctors have opposing opinions, it is 
absurd to think that a jury which has 
never seen a medical school except 
from the outside is capable of deciding 
which doctor is correct. 

Justice Steuer advised his listeners 
that if they wanted to set up an im- 
partial witness system in Illinois, they 
should not go to the legislature for 
quick action. It would take the legis- 
lature eight to 10 years to get around 
to it because it takes that long for the 
public to be sufficiently aroused to 
pressure their legislators. In New York, 
he said, the system was created by 
court rule. “You may accuse us of 
terrorism, but nobody has challenged 
us,” and the system has worked suc- 
cessfully for seven years, he declared. 

Mr. Martin presented a number of 
cases of diversion of medical testimony 
and showed where this had resulted in 
recommendation for an impartial wit- 
ness by a diligent jury that had been 
unwilling to swallow the stuff. Dr. 
Viko explained the operation of a 
medical panel under Utah’s workmen’s 
compensation law. 

Judge Van Dusen described and com- 
mented on the impartial witness system 
as operated in his district in Pennsyl- 
vania. 
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Politicking In Rates 
Blasted By Dorsett 


J. Dewey Dorsett, general manager 
of Assn. of Casualty & Surety Com- 
panies, put the spotlight on the impact 
of politics on insurance in a talk to the 
Kiwanis Club of Washington, D.C. 

Insurers accept the principle that 
government has a duty to protect the 
public against rates that are either 
excessive, inadequate or discrimina- 
tory, he said. But insurers resent and 
intend to oppose injection of political 
fears, expediency and plain selfishness 
into sound state regulation. 


Will Resist Headline Seekers 


The business also resents and will 
vigorously answer some holders of 
high state offices who make unwar- 
ranted and untrue attacks on rates to 
capture headlines in an effort to pro- 
long their tenure on the public payroll. 

It is one thing, Mr. Dorsett said, to 
enact fair laws governing rate filings, 
the examination of such filings by 
state supervisory authorities and the 
conditions under which the commis- 
sioner shall approve or disapprove 
these rates or demand additional data. 
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National Board Elects 
C. P. Jervey Treasurer 


Charles P. Jervey, vice-president of 
Travelers, has been elected treasurer | 
of National Board. He succeeds Daniel | 
R. Ackerman, who had served as treas- | 
urer since 1954. Mr. Ackerman re- | 
signed after retiring as chairman of | 
Great American. 

Mr. Jervey is a member of National | 
Board’s executive committee and a | 
member and former chairman of the | 
actuarial bureau committee. He has | 
also been a member of the adjustments, | 
laws, actuarial bureau and construc- 
tion of buildings committees. 





But it is quite another thing for the 
governor or an insurance commissioner 


dictatorially to order a rate filing 
denied, not because it is unjustified, 
but because the official in question 


fears approval would mean reprisal at 
the polls on election day. 

Mr. Dorsett said such action was a 
disservice to the public and an evasion 
of the rating statutes which not only 
provide that rates shall not be exces- 
sive but also that they not be inade- 
quate. 





Watch for the man with 


“THE BUFFALO PLAN” 





If you want to strike-it-rich in 


if you want to experience some astounding returns with a minimum 


of effort... this is for YOU! 


Direct Mail is the most effective form of advertising for 
INSURANCE AGENTS. It can be adapted to new coverages. It 


can be controlled by territory. Its 
accepted. Most important of all... 
We have TESTED direct mail 


to our Agents. The mailings cover a variety of coverages: printed 
on the Agents’ letterheads: personalized in 
every way...and THEY'RE WORTH THEIR 


WEIGHT IN GOLD! 


Last year 396 BUFFALO Agents used 
87,720 units of our TESTED Direct Mail with 


great success. 
BUFFALO INSURANCE COMPANY 





“A GOLDEN OPPORTUNITY” 








your new business department... 


effectiveness has been universally 
RESULTS CAN BE MEASURED. 
material available AT NO COST 





Buffalo Insurance Company, 220 Delaware Avenue, Buffalo 2, N. Y. 


I'm interested in providing better 
N Please send, without obligation, a 


coverages and improved services. 


copy of “The High Road” which 


explains “THE BUFFALO PLAN” 
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Basically, reinsurance firms are 
much alike in the services they 
render, Perhaps there are two 
major differences. Differences in 
the capability of management 
and in financial capacity. The 
experience of Inter-Ocean 
counselors, and their ability to 
prepare contracts carefully fitted 
to your needs, is a natural 
outgrowth of the stability of 
Inter-Ocean management— 
continuous since the company’s 
operation began in 1920. Our 
financial capacity is a matter of 
record—sufficient for your 


requirements. 


INTER-OCEAN 
REINSURANCE 


Excess of loss 
Pro-rata 
Catastrophe 


















A Safe Driving 
Plan for America 


A plan for creating a new means of 
achieving safety on the highways, de- 
veloped by William P. Henderson, is 
presented in this and 10 succeeding 
issues of THE NATIONAL UNDERWRITER. 
Mr. Henderson is president of Hender- 
son Tire Co. of Detroit. He has become 
familiar to insurance men as the author 
of a number of articles on auto styling 
as it relates to insurance rating and 
losses. His plan for safe driving is 
not necessarily endorsed by THE Na- 
TIONAL UNDERWRITER, but is presented 
as an original means of attacking this 
important problem. The series began 
in the April 3 issue. 


An automobile is simply a means to 
transport a person or persons from one 
place to another. A truck does much 
the same thing for materials, food and 
essential services. Rubber-tired ve- 
hicles are always at our command 
ready to use at any time to suit our 
convenience. They will take us any 
place or a variety of places over any 
route we select. They should do this 
safely, which is the reason for these 
articles. They do do this conveniently, 
comfortably and fairly economically, 
but only fairly economically because 
highway accidents cost the American 
public about $9 billion annually. 
That cost, broken down, is about $20 
million daily. 

Accident costs are increasing. Even- 
tually they will place restrictions on 
our mobility and hence restrictions on 
our way of life that will be far more 
costly. 

For example, we could save by stop- 
ping everything that rolls on wheels 
for a day, a week or a month but such 
action would be far more costly 
than the accident toll for the same 
period. We could cut our speed in half 
and effect a possible 66% accident 
saving but we would operate at a huge 
deficit in dollars as well as our way 
of life. The trend in recent times is 
to place unsound restrictions on speed 
and mobility which are frequently not 
accepted by motorists and result in 
more harm than good. 

Thus a first requirement of a sound, 
safe driving plan is to retain our speed 
and mobility and not place future re- 
strictions on them. It is foolish to as- 
sume we can eliminate all highway 
accidents. Common sense indicates we 
must lessen the cost to something far 
less than $9 billion. The increasing 
trend must be stopped, and then sub- 
stantial reductions made. If this is not 
done we will suffer continual restric- 
tions on our mobility, on where we 
live, where we work and where we 
can go. 

Our highway mobility of men and 
materials is basic to our superiority 
in mass production. It is the envy of 
every other nation. It must be du- 
plicated in a measure over a period of 
years to equal our production results. 
Our continued mobility, safe, unre- 
stricted and at low cost is essential in 
the years ahead to our survival. It is 
a matter of national concern at the 
highest level. 

Our changing way of life has run 
far ahead of our thinking for needed 
highway mobility. In the past 10 years 
40 million people have moved to sub- 
urbia. More millions to new towns not 
on the maps 10 years ago. Nearly all 
of these areas are developed without 
sidewalks. While we admit to unsafe 
¢riving conditions, it is more hazard- 
ous to walk the roads in the dark. One 
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third of our people cannot exist with- 
out one car and require two to live as 
they desire. 

On some of our holiday week-ends 
when a higher percentage of cars are 
on the road, the accident frequency 
increases to where the costs soar to 
$100 million. Top automobile officials 
predict we will put another 10 to 20 
million more cars on the roads. Fu- 
ture increases in the accident ratio 
can be predicted after making allow- 
ances for our national road building 
program. At present the average ac- 
cident cost per car is $150 annually. 


Part III of the safe driving plan, 
dealing with insurance implementation, 
will appear next week. 


N. Y. Brokers Try To 
Get Pets Back In PPF 


Greater New York Insurance Brokers 
Assn. has held unsuccessful conferences 
with the New York department and In- 
land Marine Insurance Bureau in an 
attempt to modify pet and animal ex- 
clusions in the personal property float- 
er. The association believes that such 
coverage should at least match that af- 
forded by the broad contents fire form 
in use in the territory. 

Bureau spokesmen said that pet and 
animal exclusions might have been total 
if it were not for statutory require- 
ments of the fire policy. 

The brokers have also called to the 
bureau’s attention the possibility that 
loss men, who give a rigid and literal 
interpretation to the exclusion langu- 
age, will extend their thinking to loss- 
es involving specifically insured items 
under the personal articles form. Such 
an interpretation would be inconsistent, 
since the exclusions are not part of this 
form. The bureau has assured the brok- 
ers that the exclusion is intended to 
apply only to unscheduled property and 
will be so construed by all insurers. 


Ohio Appeals Court Holds 
Surety Is Liable Only 
To Limit Of Its Bond 


Western Surety had to go to Ohio 
court of appeals to have its liability 
under a bond held to the amount of 
the bond. 

Akron municipal court, handling the 
case of an embezzling real estate oper- 
ator, held that Western Surety was 
liable for a loss on which a creditor 
had sued, even though Western Surety 
had already paid off the real estate 
man’s obligations amounting to more 
than $5,000. 

The court of appeals said the statute 
clearly states that the surety is liable 
to indemnify any one person up to 
$5,000 or several persons, the aggregate 
of whose claims amount to $5,000, but 
the aggregate of the liability of the 
surety shall not exceed $5,000 for any 
one or all claims. 


Fire Protection | Engineers 
To Hear Auck April 20 


The Chicago chapter of Society of 
Fire Protection Engineers at the April 
20 meeting will hear a talk by Dale K. 
Auck of Federation of Mutual Fire 
Insurance Companies, who will relate 
his experiences as a member of the 
coroner’s jury investigating the fire at 
Our Lady of Angels School in Decem- 
ber. 

The chapter on May 6 will have its 
annual corned beef party. 


Inland Empire Fire Underwriters 
Assn. inspected Colville, Wash. Harold 
Smart, Hartford Fire, was chairman. 


School Insurance 
Bill In Mich. Is 
Debated At Hearing 


LANSING—The bill to set up a self- 
insurance fund for school properties 
has been turned over to a house sub- 
committee for study following a hear- 
ing before the insurance committee. 

Michigan Assn. of Insurance Agents 
prepared a comprehensive brochure 
pointing out the weaknesses of the bill 
long before the measure actually was 
introduced. The arguments in this bro- 
chure were countered by Harold Her- 
rington, business manager Grand Ra- 
pids board of education and head of 
the state association of school board 
business officials, assisted by George 
Robinson, who devised the self-insur- 
ance plan as a doctor’s thesis while 
superintendent of schools at Hazel 
Park, and Richard Adams, lobbyist of 
Michigan Education Assn. Mr. Herring- 
ton said the bill was supported by a 
long list of educational groups and 
included also the Michigan depart- 
ment, although department officials 
deny they have taken any stand. 

W. O. Hildebrand, secretary-mana- 
ager of the Michigan agents, who pre- 
pared the opposition brochure, went 
over it to emphasize his points. He 
said he learned that the proposal to 
turn over inspection duties to the state 
police would involve an expenditure of 
$83,000 simply to set up the inspection 
machinery. He criticized the injustice 
of rating on a per pupil basis, thus 
penalizing metropolitan schools which 
are usually of fire-resistant construc- 
tion. 

Others arguing against the plan 
were William Wickham, general coun- 
sel Standard Accident, who called the 
measure socialistic, and Audley Raw- 
son, former state senator now repre- 
senting Michigan casualty insurers, 
who said the companies have been 
“losing enough” and would hate to see 
the loss burden piled on the state 
government which is confronted with 
a critical deficit. 


Three Advanced In 
New England By Fund 


George F. Oldreive has been ad- 
vanced by Fireman’s Fund to execu- 
tive duties in the New England de- 
partment at Boston. 

Edward H. Freeman Jr. has been 
appointed to succeed Mr. Oldreive 
with full responsibility for fire opera- 
tion of the Syracuse office under J. J. 
Rooney, group manager. 

Mr. Freeman joined the Fund in 
1952 after graduation from Boston 
University. He served an apprentice- 
ship in underwriting capacities and in 
1954 was assigned as fire special agent 
in Connecticut. 

Edward Helstrom has been placed 
in full charge of the Fund’s Newark 
bond and burglary operations, suc- 
ceeding John O’Hea, who recently re- 
tired. Mr. Helstrom has more than 30 
years’ experience in the bond and bur- 
glary business. 


Pa. Governor Eyes Law On 


Public Rate Information 


Gov. Lawrence of Pennsylvania has 
indicated he will investigate laws 
which prohibit the insurance depart- 
ment from making public proposed 
rate changes before they go into ef- 
fect. 

At a press conference in Harrisburg, 
he said he was surprised to learn that 
information on rate changes cannot be 
obtained from the department at the 
time of filing. 
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Home Underwriting 
Trend Favorable; 
Life Added Factor | 


Kenneth E. Black, president of 
Home, told stockholders at the annuaj 
meeting that results for the first quar. 
ter of 1959, while not conclusive, point 
to the continuation of the favorable 
underwriting trend. 

Mr. Black stressed many steps the 
company took in 1958 to improve its 
competitive position. In reply to a 
stockholder’s query regarding Peoples 
Home Life, Mr. Black said that its 
facilities would be made available to 
agents of Home. 

Queried as to future earnings pros. 
pects of the fire and casualty busi- 
ness, Mr. Black said it was never safe 
to predict the future in a “risk busi- 
ness,” but the addition of the life com. 
pany should have a constructive ef. 
fect on earnings. 


Eastern Agents Set 
Midyear Changes Vote 


(CONTINUED FROM PAGE 8) 
posed of a representative of each 
state, named by its executive com- 
mittee, officers of EAC, and three 
past chairman to be selected by the 
current chairman. The committee will 
get up whatever changes they propose 
to make in enough time to have a 
legal vote at the Chicago meeting of 
NAIA in September, which is EAC’s 
midyear meeting. 

Joseph A. Neumann of Jamaica 
N. Y., chairman of the NAIA adver- 
tising committee, reported on the Big 
I campaign. As of March 27, NAIA 
had $820,000 pledged against a $2 mil- 
lion goal. NAIA already is committed 
to 26 weeks of TV, and it has to 
meet that cost. Some territories are 
meeting their quotas. Florida, for ex- 
ample, has a $49,000 quota, has in 
$54,000 in pledges, and is still going. 

However, territories in EAC are 
behind, Mr. Neumann declared. Up to 
March 26 the score stood at 65% of 
quota by Connecticut, 55% by Dela- 
ware, 50% for District of Columbia, 
16% for Maine, 60% for Maryland, 
24% for Massachusetts, 37% for New 
Hampshire, 31% for New Jersey, 33% 
for New York, 37% for Pennsylvania, 
33% for Rhode Island, and 46% for 
Vermont. 

The independent agents can’t do 
less than their competitors, Mr. Neu- 
mann declared. Each member of EAC 
can at least call on one non-contri- 
buting agent and ask him to do so. It 
is necessary to get to work, he said. 

Mr. Frankenbach reiterated the seri- 
ous nature of the competition for su- 
perior educational, municipal and 
similar property risks that is being 
pushed by the mutuals. He re-read a 
resolution that EAC has _ adopted 
twice and that Southern Agents Con- 
ference also had adopted—asking in- 
surers to provide agents with a vehicle 
such as Factory Insurance Assn. to 
enable agents to compete. He noted 
that agents are urging this even 
though it means a lesser commission 
on this type of business. He said there 
is some encouragement in the offing. 

A panel of association presidents 
was a feature of the EAC meeting. 
It will be reported in a later issue. 


New Insurer Chartered In 
N. C. To Write Credit A&S 


Franks Accident & Health of 
Greensboro, has been chartered to 
write credit A&S in North Carolina. 
The company has authorized capital of 
30,000 shares of $10 par stock. The in- 
corporators are connected with Franks 
Finance Co. 
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Agents Given Straight 
Talk On Auto Problems 


(CONTINUED FROM PAGE 9) 


ministrator knows it. The problem is 
to put it into action. Texas is an aver- 
age state on this point and so are 
most of those represented in the con- 
ference—some progress, but not 
enough personnel, not enough money, 
not enough driver education, lack of 
some key legislation. The answer 
rests with executives and lawmakers 
—at the state and local level. They 
will take the proper steps only if the 
public demands them. Insurance 
agents, with their multitudinous con- 
tacts, can probably do more than any 
other group to educate the public and 
induce them to bring the proper pres- 
sure on their elected officers. He 
closed his talk with praise for what 
the Oklahoma City agents have done 
in safety work locally and urged the 
other agents to do the same in their 
communities. 

Mr. Pierson naturally devoted con- 
siderable time to a discussion of the 
activities of National Assn. of Claim- 
ants Compensation Attorneys in in- 
flating verdicts—and denounced some 
of the tactics and objectives of 
NACCA in unrestrained terms—but 
he also showed considerable optimism. 
For the past three years he has been 
personally editing “The Defense Law- 
yer,” which he originated as an off- 
set to the “NACCA Law Journal” and 
other activities of the Roscoe Pound 
Foundation of NACCA. Insurance men 
and insurance companies are finally 
trying to tell the public that high 
verdicts mean high insurance rates, 
high railroad and bus fares and high- 
er costs of everything transported by 
rail or highway. The insurance in- 
formation services of several states 
are doing excellent work. And such 
advertising as has been done by in- 
surance companies has stung plain- 
tiffs attorneys. In one case, insurance 
companies were sued, but the court 
threw out the case, holding that the 
newspaper advertising was a legiti- 
mate exercise of free speech and 
freedom of the press. 

The most recent indications of a 
turning tide, Mr. Pierson said, were 
the complaints of attorneys in Hart- 
ford about verdicts going down after 
an advertisement noting who makes 
automobile insurance rates and the 
remarks of three Cook County (IIl.) 
judges to a newspaper reporter that 
jurors seem to be getting more real- 
istic and may be worrying about their 
own insurance premiums. Mr. Pierson 
made it clear that he in no way op- 
poses fair compensation, but he urged 
the agents to tell this story to their 
friends, neighbors and clients. 
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Ralph Neely Heads 
Surety Producers 


(CONTINUED FROM PAGE 9) 


committee of the association, and per- 
haps should be of particular interest 
to agents with profit-sharing accounts. 

Mr. Swearingen delared that the 
advantage of joint venture bids is im- 
portant because sooner or later pro- 
ducers will be confronted with the al- 
ternative of turning down a contrac- 
tor who may be over his individual 
capacity, or arranging a bid to in- 
clude other substantial contractors. 
Joint venture bidding lends itself more 
readily to large contracts. 

Discussing the work accomplished 
by two liaison committees of the as- 
sociation—one with Associated Gen- 
eral Contractors of America and the 
other with American Institute of Cer- 
tified Public Accountants—Mr. Swear- 
ingen emphasized the importance of 
properly prepared contractor’s finan- 
cial statements. At a recent group 
meeting with the CPAs, he said it was 
generally agreed that statements pre- 
pared with costs stated on a percent- 
age of completion basis produced the 
best answer when estimates of cost 
to complete, and extent of progress 
toward completion are reasonably de- 
pendent. However, it was recognized 
that some contractors are unable to 
state their costs on this basis because of 
lack of information or inability to make 
dependable forecasts. 


Architects’ Views 


Mr. Richards said the only time an 
architect comes into really close rela- 
tions with the surety business is when 
a contract is defaulted and he has to 
seek the cooperation of the company 
to finish the job. He discussed dis- 
putes that can arise in the construc- 
tion industry and said that if most 
court cases relate to public works, it 
may be proper to wonder whether the 
cause is related to the fact that open 
bidding is mandatory and any low bid- 
der who can provide a surety bond 
must be considered as a satisfactory 
bidder. This is the case in Massa- 
chusetts, for example. It shifts -from 
the public official to the surety bond 
producers the task of determining the 
satisfactory character of the low bid- 
der. That is an important responsibil- 
ity that must be wisely exercised if 
the standards of the construction in- 
dustry as well as the costs of public 
works are to be protected . 

Louis W. Prentiss, executive vice- 
president American Road _ Builders’ 
Assn., said that a recent survey of 
contractors by his association reaf- 
firmed a preference for bid bonds 
over certified checks or other collater- 
al. 
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UNITED STATES 
CASUALTY COMPANY 
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HOME OFFICE 
60 John Street New York 











COLONIAL'S NEW 


10-24 Employee Group Package Pian 
Offers: 


LIFE . . . Including accidental death and dismember- 
ment benefits on and off the job 


LOSS OF TIME . . . weekly indemnity for partial 


replacement of income lost due to accident or 
sickness (not available in states having compulsory 
cash sickness laws} 


HEALTH... hospital, surgical, ambulance, medical 
and maternity benefits for employees and their 
dependents 


Write for our ‘‘group kit'’—it includes a pre-approach letter 
and an employer's booklet that will present the package 


to your client. 
The 


Colonial Life 


INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 
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General Re Gain On 
Underwriting Is 


$1,196,000 In 1958 


General Re had an _ underwriting 
profit of $1,196,000 in 1958, compared 
with $842,000 in 1957. Premiums writ- 
ten were $49,185,000, an increase of 
8%. Unearned premium reserve in- 
creased $3,253,000. Assets at year end 
were $143,240,000, an increase of $16,- 
540,000. 

The company’s composite under- 
writing ratio was 94.5 against 97.5 in 
1957. Edward G. Lowry Jr., chairman, 
points out in his letter to stockholders 
that this ratio has been below 100, and 
therefore in the profit area, in each of 
the last 10 years. 


HeNATIONAL UNDERWRITER 


Net investment income before taxes 
was $3,710,000, higher by 6% than 
1957. Securities sales resulted in a 
profit of $223,000 and unrealized ap- 
preciation in securities held was in- 
creased by $8,958,000. 


Sets Company Record 


After all credits and charges to 
surplus, and after cash dividends of 
$1,386,000 paid during the year, policy- 
holders’ surplus amounted to $51,211,- 
000, an increase during 1958 of $10,- 
435,000, Mr. Lowry said. This is the 
largest in the company’s history. 

During the year the company de- 
clared a stock dividend of 10% and 
the previous regular 50 cents quarterly 
dividend was maintained on the in- 
creased number of shares. Total cash 
dividend distribution amounted to 37% 
of net investment income before ap- 
plicable federal income taxes and 42% 
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of net investment income after such 
taxes. 

The company, Mr. Lowry noted in 
the report, continued during the year to 
press the development of its Canadian 
business. That business, despite ex- 
tremely difficult current underwriting 
conditions, has been profitable. The 
volume of Canadian risks handled by 
the facultative department continued 
to grow. 

The program initiated three years 
ago of consolidating fire and casualty 
underwriting operations into one mul- 
tiple line organization, with each un- 
derwriter operating on a full multiple 
line basis, largely has been completed, 
he stated. The anticipated benefits 
both to the company and to its clients 
are beginning to be realized. 

The company currently operates 
four major underwriting departments, 
fire-casualty, bonding-credit, A&S, 
and facultative. Fire accounted for 
45% of premiums in 1958, casualty for 
34%, bonding and credit for 18% and 
A&sS for 3%. 

Mr. Lowry also reported that Guar- 
anty Re of Nassau, a subsidiary, has 
materially increased its foreign insur- 
ance activities. It has acquired a sub- 
stantial minority interest in two Co- 
lombian insurers, and has formed a 
wholly owned Brazilian insurance 
brokerage subsidiary, Guaranco S.A., 
with offices in Rio de Janeiro and Sao 
Paulo. 

During the year H. Ernest Feer 
retired as president of Guaranty Re 
and Philippe Coquillon succeeded him. 
Mr. Feer continues as a director. 

North Star Re, another subsidiary, 
which originally limited its operations 
to the reinsurance of a small part of 
the hail portfolio of General Re, will 
in the future also write excess covers 
for self insurers. Its capital shortly 
will be increased by General Re to 
implement this program. 


Device Prevents Fire 
In Overturned Autos 


Fyre-Blok, a device to prevent fires 
in overturned vehicles, is being placed 
on the market. The instrument in- 
stantly stops battery power to engine 
and generator when the vehicle is tilt- 
ed beyond its center of gravity. It is 
adapted for use with any type voltage 
battery used in automobiles, trucks, 
tractors, buses, motorcyles, pleasure 
boats and hydroplanes. 

Fyre-Blok is attached to the battery 
and spliced with generator ground 
wires. It has no effect on normal car 
operations. The device is manufactured 
by Melmick Industries, and is being 
marketed by Paul Brown, Fyre-Blok 
Sales, South Point, O. 
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Kirk Warns: 


Insurance Promoters | 
Greatest Danger 
To Good Regulation 


In his talk on insurance regulation 
before the seminar sponsored by the 
Cincinnati chapter 
of American Soci- 
ety of Insurance 
management, Car] 
L. Kirk, consulting 
actuary of Chicago, 
offered the opinion 
that the greatest 
single danger to 
state regulation js 
“financial wolves 
masquerading in 
the white fleece 
garments of insur- ¢ 
ance.” Such pro- 
moters, Mr. Kirk warned, use insidious 
methods, and once they get the ball 
rolling—especially in the clamor for 
big profits in stocks and lower premi- 
ums—it would be almost impossible 
to stop them before the bubble bursts 
and people got hurt. 

“Remember,” he cautioned, “when- 
ever the pot starts boiling in any state, 
the insurance commissioner of that 
state sits in the hot seat of responsi- 
bility.” This is more a danger to state 
regulation, Mr. Kirk continued, than 
the activities of the Senate judiciary 
anti-trust subcommittee under Sen. 
O’Mahoney, because, he said, Sen. 
O’Mahoney will find nothing to arouse 
widespread indignation, “nothing suf- 
ficiently explosive to fire the press and 
public with a demand for radical 
change.” 

Mr. Kirk said the objectives of in- 
surance regulation can be described 
under three headings in order of im- 
portance: Solvency and integrity, re- 
quirement that sound rates and rating 
methods be used, and maintenance, of 
high standards of quality in policy 
contracts. 

One area of regulation which has 
come in for criticism by the companies 
and occasionally by state officials, is 
the examination function. Although 
many in the business look upon it as 
the most important job of an insurance 
department, Mr. Kirk said, the same 
people feel it has been vulnerable to 
attack, particularly on the ground of 
excessive cost resulting from outmoded 
procedures, insufficient coordination 
between the states, and the employ- 
ment of examiners without regard to 
training or aptitude. 

If an examination costs more than 
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it is worth, Mr. Kirk observed, the 
responsibility for the waste of money 
should rightfully be charged to the 
insurance departments participating. 
Yet the whole cost is saddled on the 
company, including all fees and ex- 
penses of the examiners plus the in- 
direct charges accruing from loss of 
time to company people and interrup- 
tion of office routine. It is no wonder, 
he commented, that executives com- 
plain about waste running into large 
sums of money over which they have 
no control. 

Mr. Kirk said that throughout the 
history of regulation there have been 
men of stature in every state, either 
in the spot of commissioner or in a 
subordinate post of equal effectiveness 
and authority who have been dedicated 
to the preservation of high principles 
of regulation. “The fact that they have 
been unrelenting in the past and are 
outspoken today is perhaps the best 
reason to believe that the framework 
will not be destroyed,” he stated. 

Changes must occur continually, Mr. 
Kirk observed, and companies and 
departments both must make changes 
in their thinking and operating meth- 
ods if the basic system is to survive. 

The most explosive area, he warned, 
lies in the “exuberant activities of 
sharp promoters moving into the in- 
surance scene with no concept of its 
high purposes and with little ability or 
intention to follow its sound principles, 
but out to make a killing with a highly 
speculative scheme. 

“One such insurance scheme cooked 
up by overly ambitious promoters in a 
single state contains more dynamite, 
and is a greater threat to the cause 
of state regulation, than the combined 
potential of a full year’s crop of other 
problems which must be harvested by 


the insurance departments of all 49 
states.” 
Confirm Timmons As 
lowa Commissioner 
DES MOINES—The Iowa _ senate 


last week confirmed the appointment 


of William E. Timmons, 34, of Du- 
buque, as Iowa insurance commis- 
sioner. 


Democratic Gov. Loveless had sent 
up the name of Mr. Timmons, also a 
Democrat, almost two weeks before. 
He will succeed Oliver C. Bennett, 
Mapleton, Ia., attorney, on July 1. The 
appointment is for a four-year term. 

Mr. Timmons was born at Stanley, 
Wis., and received his BA at Loras 
College in Dubuque and his law de- 
gree at Georgetown University. He 
served one year as an insurance ad- 
juster and practiced law at Dubuque 
for eight years. He also served as an 
assistant county attorney. 
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50% Of Life Agents Hold Fire Licenses 


Slightly over 50% of more than 1,- 
000 full time life agents surveyed by 
Life Insurance Agency Management 
Assn., are licensed to sell fire cover- 
age and about the same proportion 
hold casualty licenses. The survey, 
conducted among agents representing 
18 companies, covered men located in 
Chicago, Philadelphia and Denver. 

A large majority, some 92%, of life 
agents selling either fire or casualty 
sell both coverages, the survey shows, 
and almost half of the responding 
agents receive current income from 
the sale of insurance other than life 
and/or A&S coverages. 

The study also shows that the longer 
an agent’s service, the more likely he 
is to earn an appreciable part of his 
income from fire, casualty, marine and 
bonding lines. However, even among 
life agents under contract less than 
18 months, one out of four receives 
some income from these other lines. 


Chicago Tops Other Cities 


An interesting sidelight of the study 
is the difference between the results 
in Chicago and those in Philadelphia 
and Denver. A larger percentage of 
agents from the Chicago area sell in- 
surance other than life and A&S than 
is true in the other two cities. In 
Chicago 55% had sold a fire policy 
within the last 18 months, while onl, 
32% in Philadelphia and 25% in Den- 
ver had written a fire case. Casualty 
sales were made by 56% of the Chi- 
cago agents, by 32% in Philadelphia 
and 27% in Denver. Marine was sold 
by 38% in Chicago with 17% and 
14% being sold by agents in the other 
cities, respectively. Percentages for 
bonding sales were similar: 22% in 
Chicago, 12% and 11% in Philadelphia 
and Denver. 

Looking at the current insurance in- 
come of surveyed agents, LIAMA 
found that less than 30% in Philadel- 
phia and Denver receive income from 
sales other than life or A&S, while 
in Chicago almost 60% receive income 
from these other lines. 


A&S Sales Influence 


It was thought that selling A&S 
coverage would influence the sales in 
other lines. However, this relationship 
was not as pronounced as had been 
expected. In the small group of 272 
men who have no A&S income, 24% 
have some income from other than 
life and A&S sales, while the propor- 
tion among 692 men with A&S in- 
come is 53%. 

The group of agents in the study 
is about equally divided between 
those companies writing A&S and 


those which do not. As would be ex- 
pected, more agents from companies 
offering A&S earn some income from 
this source and more earn large pro- 
portions of their income from these 
sales. But more than half of the agents 
of companies not offering this type of 
insurance are also selling A&S. 

The sale of other lines of insurance 
is as prevalent among life agents 
whose companies do not sell A&S cov- 
erage as is true of agents whose com- 
panies do. 

The report also shows that even 
though the sale of insurance other 
than life and A&S increases with 
length of service, nevertheless 43% of 
the more experienced agents do not 
receive any income from other than 
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WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER 
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EXCEPTIONAL OPPORTUNITY 


in large midwestern local 
agency for Factory Mutual 
trained fire prevention engi- 
neer. Experience with sprinkler 
risks essential. Send résumé of 
education, experience, desired 


salary range and personal data. 
Replies absolutely confidential. 
Our staff knows of this adver- 
tisement. Reply to Box F-66, 
c/o The National Underwriter 


Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








Opportunity 
For General Insurance Producer 


Well established general insurance agency in St. 
Petersburg, Florida with highest standards of oper- 
ation has opening for man with extensive sales 
experience. 

Must have brood insurance back- 
ground, good jedgment and creative ability. Should 
like to meet people and conduct negotiations. Age: 
35-50. The man we are seeking must be able to 
produce good evidence of his sales accomplishments. 


Requirements: 


Salary open. Libera! arrangement for right person 
in Profit Sharing Trust, Group insurance, and other 
employee benefits. 


In replying, please furnish personal resume; replies 
will be treated in strict confidence. Address Box 
F-14, c/o The National Underwriter Co., 175 W. 
Jackson Bivd., Chicago 4, Ill. 











Commercial Lines— 
Sales Training Develeper 


Our rapidly expanding company seeks co Com- 
mercial Fire and/or Casualty experienced man 
with demonstrated ability to prepare agent 
training programs. 
Qualified applicants might have had multiple- 
line Special Agent, multipie-line Sales Manage- 
ment or Home Office soles training background. 
Replies held in strictest confidence should in- 
clude age, experience, education and expe 
salary. 
Send Résumés to: 
Personnel Division 

Allstate Insurance Ce. 

7447 Skekie Bivd. Skokie, Illinois 


Leading resort hotel which does 
large volume of insurance conven- 
tion business desires to hire retired 
or semi-retired insurance executive 
for a sales and public relations 
position. Write full details as to 
background and income require- 
ments. Reply Box F-48, c/o The 
National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, If. 














LOSS MEN 
Home Office—field 
Fire, Marine, Auto Physical Damage 
Excellent Financial opportunities for experienced: 


ASSISTANT GENERAL ADJUSTERS 
SUPERVISING ADJUSTERS 
ADJUSTERS 


with large stock company now 


MANAGING GENERAL AGENCY 


Well established conservative general 
agency has organization to handle increase 
in business. Fire and/or casualty compa- 
nies interested in having existing agency 
plants managed and increased in Ala- 
bama, Georgia or West Florida, write Box 
F-63, ¢/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








P g its 
nationwide facilities. Write to Box F-68, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 
any. 


Express territorial preference if 


OR 
Telephone WH 3-2291, N.Y.C. 
for personal appointment 
April 13 through April 17 
bet. 9 A.M. and 5 P.M. 





Opportunity 


with independent adjustment firm in Western 
Ohio for experienced Fire Adjuster. Good sal- 
ary, monthly bonus, fringe benefits and com- 
pany car. Inquiries will be kept confidential. 
Write Box F-25, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








WANTED 
Large multiple line insurance company in 
Baltimore desires experienced Fire Under- 
writer. State age, experience and salary 
desired. Reply Box F-47, c/o The National 
Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 


FIRE UNDERWRITER 


A medium-size, multiple line company located 
in Kansas City, Missouri, needs an experienced 
fire underwriter. Must have 10 to 12 years Home 
Office experience, and be familicr with all 
phases of fire underwriting and reinsurance. 
Satary open. Reply Box F-46, c/o The National 
ig ag Co., 175 W. Jackson Bivd., Chicago 
, Minos. 














Balt. Agcy. Sale 
Well est. firm. Div. profitable, tariff business. 
Over 9% direct. G/A contracts with finest 
American Cos. Development opportunity. Good 
buy for nati. brkge. firm. Abt. $60,000—comms. 
Terms: cash. Aged owner retiring. Please, prin- 
on only reply giving financial refs. Box F-59, 
‘© The National Underwriter Co., 175 W. Jack- 


SPECIAL AGENT 
em stock company desires experienced 
Multiple Line Special Agent for Indiana ter- 
ritory. Excellent aroun enefits. 
Write or call E. B. Yates, Regional “P- 150 E. 
Broad St., Columbus, Ohie, or J. J. . 
Branch Me. 1415 Merchants Bank, Indianapolis, 
ind.—Trinity Universal Insurance Company. 
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Tells How To Correct Auto Underwriting 


(CONTINUED FROM PAGE 19) 


tance, he said. Decisions for any action 
are based on agreements between 
sales and underwriting personnel. 

The company gets statistics which 
show for each agent the BI limits of 
each policy, model year of car insured, 
a breakdown of coverages, PHD classi- 
fication, casualty classification, occu- 
pation, territory, and how long the 
policy has been on the books. 

From this, the underwriter can de- 
termine the general makeup of the 
business each agent has on the books. 
This can be compared to other agents 
in his district and how his district 
compares to the region. Since this 
report furnishes only the information 
on business that has been renewed, 
the next step is to analyze the new 
business he has written since the re- 
port was made, to ascertain if his 
selection patterns are the same as they 
were six months previously. 

This report reveals such information 
as writing excess limits regardless of 
need, writing nothing but liability, 
writing an overabundance of one par- 
ticular classification such as youthful 
drivers, etc. 


Report Broken Down 


A complete report by agent on claims 
paid is broken down to show insured’s 
occupation, limits, classification, terri- 
tory, term of business, and general 
claim information. From this, the 
underwriter can determine if any par- 
ticular group is producing excessive 
losses in proportion to the percentage 
it represents of the entire agent’s 
portfolio. Underwriters also can review 
any pending claims. 

In addition, there is available a com- 
plete record of all losses presented by 
each risk the agent insures. These 
also are reviewed by the underwriting 
department. For the past year, under- 
writers also have received frequency 
figures by agent. From this and claims 
records they can determine if the 
problem is frequency or severity. In 
addition, underwriters receive an ad- 
juster’s risk report on certain claims, 
detailing the exact and actual facts as 
they pertain to that one accident and 
the driver involved. 


Review Cancellations 


Underwriters continually review the 
cancellations of agents to determine if 
there is a pattern developing, Mr. Bar- 
nett stated. Does the agent have a lot 
of cancellations out of a particular 
area or from a particular occupation 





ADJUSTER AVAILABLE 

3 years company experience including Lia- 
bility and Workmen's Compensation—! yr. 
Independent Adjuster—3 yrs. self employed 
claim investigation service, including mo- 
tion picture evidence. All past exp. in Chi- 
cago, except I!/> yrs. in Los Angeles. Age 
33. No Law degree. Prefer Florida, South- 
ern California, Denver, Dallas, or Gulf 
Coast Texas area. Reply Box F-73, c/o The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, -Ill. 





son Blvd., Chicago 4, Ill. 
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WANTED 


All around casualty man as General manager 
for new Illinois stock company. Must have good 
knowledge of underwriting, reinsurance anc 
cloims. $10-15,000 to start. Write Mr. Arnold 
Alexander, | N. LaSalle St., Chicago 2, or 
phone RAndolph 6-4812. 


CASUALTY UNDERWRITER WANTED 


Salary is open. Heavy workmen's compensation 
& liability experience necessary. Chicago loop 
agency will hold all replies in strict confidence. 
Give qualifications in detail. Write Box F-67, c/o 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 


FIRE UNDERWRITER 


Large Multiple Line Agency Company looking 
for man 2 to 5 years sound Fire Insurance Un- 
derwriting experience. Excellent opportunity and 
benefits. Locate Branch Office, Atlanta, Geor- 
gia. Write giving experience, personal data 
and present salary to: Box F-71, c/ The National 
= Co., 175 W. Jackson Bivd., Chicago 





classification? Does he have an ecxces- 


sive number of rejections? Is he sub. | 


mitting a volume of ineligible busj- 
ness? Is he continually shading the 
company’s selection standards? What 
is his reaction to company action and 
selection controls? From this, the com- 
pany can judge if the agent is contin- 
ually resisting company action and 
those who simply send in anything 
that can make it to their office. This 
multitude of statistics produces a fairly 
clear picture of the agent’s business. 
Area underwriting is a possible too} 
here. 

The next step is to deal with the 
agent and his business habits, Mr 
Barnett observed. Underwriters are 
very interested in knowing where he 
lives, where his office is located, what 
type of background he has, and what 
his personal habits are. Does the agent 
tend to write all of his business or an 
excessive amount in the undesirable 
sections of cities. In many cases the 
agent lives in a good location, but his 
office places him in the position of 
doing business with an entirely differ- 
ent class of prospects. His background 
is important because the company has 
found that, generally speaking, the 
agent writes much of his business from 
the environment he lives in or pre- 
viously worked in. For example, an 
agent who previously worked as a 
laborer would generally write a vol- 
ume within this category. The personal 
habits are very important, since the 
agent who lives fast will also attract 
many of his prospects from his fellow 
travelers. 


Conference With Agent 


After getting all this data together, 
he continued, a meeting is arranged 
between the agent, his manager, and 
an underwriter. Sometimes the field 
claims man participates. At this meet- 
ing the agent and his problems are 
measured. A questionnaire type of 
interview reveals fairly well what the 
agent knows about his business, where 
he writes his business, how it is ob- 
tained, and his attitude toward his loss 
ratio problems. The critical part of the 
program is the attitude of the agent 
toward this meeting. This pretty well 
determines his true feelings toward 
risk selection. 

From this meeting, a definite pro- 
gram is evolved by underwriter and 
sales manager. This is tailor made to 
solve the particular agent’s problem. 
The program might be eliminating a 
particular class of business, requiring 
full coverage, or barring his writing in 
a particular area. 

A sound training program in the 
area in which the agent operates is a 
must, Mr. Barnett declared. The com- 
pany needs continually to assure the 
agent that it is interested in correct- 
ing a common problem and not in 
cancelling his contract. If he has the 
right attitude, he will generally live 
through the program. 

The sales manager sees that the 
program is followed. Of course, any 
variations in the writing of new busi- 
ness come to the attention of the 
underwriting department, which keeps 
sales management people informed. 
Underwriting and sales must cooperate 
in administering such a program, and 








AVAILABLE 
MULTIPLE LINE INSURANCE MAN 


Age 30, college grad., married, 6 years success- 
ful cempany field experience as State Agent. 
Interested in agency, finance, bank or challeng- 
ing company position. Prefer southern states. 
WiIil furnish résumé on request. Reply Box F-64, 
c/o The National Underwriter Co., 175 W. 
Jackson Bivd., Chicago 4, Ill. 








WANTED—ASST. MGR. BONDING DEPT, 


Baltimore Branch Office. Must have Fidelity and 
Surety experience and production ability. Excel- 
lent opportunity for advancement. Write: 
Daniel Heisey, The Employers’ Group, 5 
South St., Baltimore 2, Md. 





A Multiple Line Mutual pany has op 9 
in Detroit's Service Office for an aggressive 
field representative. Good future for a good 
producer. Write giving résumé of past expe- 
rience, education and salary. Reply Box F-69, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 
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so far at Nationwide Mutual there has 
peen little difficulty, mainly because 
it was agreed upon by all concerned. 

The program requires a lot of hard 
work in sales, underwriting, claims 
There is no 
quick solution to a problem that has 
puilt up over a number of years. The 
only quick solution would be to elimin- 
ate both the agent and his business in 
one big sweep. However, the company 
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believes it owes something to the 
agent. 

It takes at least 12 to 18 months to 
determine the effect of the program 
on the loss ratio of the agent. Long 
before then, however, the agent’s atti- 
tude is clear. That is the big measuring 
stick. A good attitude and desire for 
select risk underwriting by the agent 
is a requirement in today’s market, 
he declared. 








O'Mahoney Query Is Directed At Rate Making 


(CONTINUED FROM PAGE 2) 


the state but doing business there— 
with respect to rates, policy forms, 
company trade practices, and financial 
and other? 

How does the department regulate 
surplus lines insurers unlicensed by 
the state but doing business there—as 
to rates, forms, trade practices, and 
financial? 

How does the department regulate 
the business done by mail order in 
other states of companies licensed in 
this state, as to rates, forms, practices 
and financial? 

Does the commissioner or depart- 
ment have statutory authority to ini- 
tiate action leading to rate revisions? 
Give details and statutes. 


Is Information Public? 


After a rate is filed may competing 
companies or the public examine all 
material filed before the department 
has officially acted on the filing? Is 
this according to statute or depart- 
ment rules and orders? 

To determine under the statutes if 
the rates are inadequate, excessive 
or unfairly discriminatory, do you 
take into account payment of divi- 
dends to policyholders? If so, how? 

List hearings held on rate filings, 
rating plans, underwriting rules and 
statistical plans Jan. 1, 1953, through 
Dec. 31, 1957. As to each, was an ap- 
peal taken? List court actions involv- 
ing a review of rate regulatory deci- 
sions in the same period. 

Also for this period list filings by 
rating bureaus by line and indicate 
the number received, approved, dis- 
approved, and the number opposed by 
independents and/or deviators. (The 
lines here are property and liability.) 

Do this also for deviating, dividend- 
paying and indpendent companies (for 
fire and allied lines only). Other lines 
may be shown. 

Give the written business for all 
companies, all lines including credit 
life and general A&S, in the state for 
the years 1953-57. 

Is underwriting experience and ex- 
pense data filed separately for each 
bureau company with the depart- 
ment? 

Has the department adopted or ap- 
proved any rules, orders, etc., which 
limit or otherwise affect the right of 
partial susbcribership? 

Are independent or deviating com- 
panies required to conform to bureau 
rates, forms and rating plans? Ex- 
plain. 

Under the second heading, proce- 


p= DIRECTORY OF RESPONSIBLE ==, 


INDEPENDENT 
ADJUSTERS 





dures employed in rate regulation, the 
questionnaire asks: 

Set forth the administrative rules, 
requirements, and policies of your de- 
partment establishing the data re- 
quired to support rate filings for bu- 
reau companies, independents and de- 
viators. 

If you get statistics with filings, ex- 
plain by line (property and liability) 
the number of years required, the ter- 
ritory, expense ratio and underwriting 
experience. 

Where the statutes require support 
of rate filings, what procedures do 
you use to check the authenticity of 
such supporting data? 

Excluding town and county mutuals, 
what percent of 1957 net direct pre- 
miums were written at full bureau 
rates, at less (dividend, deviating and 
independent companies)—for all fire 
and allied lines, dwellings, farm prop- 
erty, mercantile buildings and con- 
tents, inland marine, personal property 
floater, motor truck cargo, private 
passenger and commercial BI, PDL 
and PHD, general liability, OL&T, 
M&C, CPL, comprehensive general 
liability, multiple peril for dwellings 
and commercial, workmen’s compen- 
sation, burglary and theft, and fidelity 


and surety. 

List five companies doing the larg- 
est volume in the state on these classes 
in 1957. 

If the department uses an under- 
writing profit formula in evaluating 
rate levels, indicate the percent for 


profit, catastrophes, administration, 
and losses, for the above lines and 
for A&S. 


What standards are used to deter- 
mine if a rate is not adequate, not 
unfairly discriminatory, and not ex- 
cessive. 





reinsurances /excess and surplus lines 


175 WEST JACKSON BOULEVARD * 
TELEPHONE HARRISON 7-8040 * TWX CG3534 * CABLE: MANKINCO 


ankin and Gompany INC. 
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Does the department verify the use 
of rates filed on the above lines? 

In individual A&S, what proce- 
dures and standards are employed t 
be certain rates are not excessive and 
that the coverage is fair? 

For each rating bureau, statistical 
agency and advisory agency list the 
policy making board or committee as 
of last Jan. 1. 

On the last item, the conference in 
Washington resulted in an agreement 
not to call for all the committees of 
the rating bureaus. 


superb service for your 
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ASSOCIATED CLAIM SERVICE, INC. 
John $. Tasch, President 
ADJUSTERS 
For the Companies and Self- 
msurers onl 
222 W. Adams tee - DE 2-5456 








O. R. BALL, INC. 


Fire - inland Marine 
Allied Lines 





Florida 1-5095 








CHICAGO SUBURBAN 


CLAIMS SERVICE 
Adjusters 
State 2-4803 


100 N. tea Salle St. Chicago 2, Ill. 








COHAN INSURANCE ADJMT. CO. 


Phil W. Cohan Tom L. Stinchcomb 
Auto - Casualty - Fire - Inland Marine 
Cargo - Yacht and Aircraft Surveyors 

713 Citizens _ Cleveland 14 
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Night Phones—AC 1-8178 & BE 4-5792 








Resident Service For The State Of Alaska 








THOMAS D. GEMERCHAK 








R. L. GRESHAM & CO. 


321 North 5th Street 
qody Las Vegas, Nevada 
Servicing 
Beatty and Pioche, Nevada 
St. George and Cedar City, Utah 
Needles and Baker, California 














ILLINGIS-IOWA CLAIM SERVICE 
Winter & O'Toole 
Rock Island, Illinois 
Burlington, ja.—719 F & M Bank Bidg. 
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R.S. LANDEN ADJUSTMENT CO. 


Suite 410 - 83 So. High St. 
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THOMAS T. NORTH, INC. 


Adjusters All Lines 
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D. J. SCOTT & SON 
302 Home Savings & Loan Bidg. 
Youngstewn 3, Ohio 
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Face Competition To Survive, Agents Told 


(CONTINUED FROM PAGE 2) 


pride themselves on assuring custom- 
that as long as they “deal 
with us they need never fear an 
expiration.” 

Mr. O’Connell is convinced that “we 
must go on the offensive through the 
sale of automobile insurance to pre- 
ferred risks at such cost as will be 
beyond the reach of any direct writing 
competitor.” To do this requires a 
classification system which will con- 
sider every conceivable element of 


ers 


driving history so that even if it takes 
10 or a 100 classifications, “we will 
discontinue the damnable practice of 
taking substandard or relatively sub- 
standard risks at standard rates, be- 
cause of the inflexibility of our rating 
schedule.” 

He called for a rock bottom rate to 
the accident and violation free risk. 
Then the cost must be increased for 
others according to driving experience, 
attitudes, inclinations, associates, and 





Richmond Adjuster Saves 
*200,000 Loss With 
Airkem Smoke Odor Service 





part of Adjuster P. L: Faison of Siebert Company, Inc. and Airkem 
Smoke Odor Serviee saved the insuring companies thousands of dollars. 


Mr. Faison arrived on the scene before the blaze was brought under 
control. Examination revealed no damage to the shop, but the $200,000 
inventory of clothing smelled strongly of smoke. Airkem’s Richmond 
office was called and a few minutes later their Smoke Odor Service 
representatives were on the job. 


Airkem S.0.S. men worked throughout the night. By morning not a 
trace of smoke odor could be found. However, because of the size of 
the potential loss, a firm of chemists was called in to make an analysis. 
They reported no smoke odor present in the merchandise. This effec- 
tiveness has been confirmed by other authoritative laboratory tests and 
the experiences of the insurance industry. 


This type of quick, permanent odor removal is performed daily by 
Airkem’s international service organization. Whether the property is 
contaminated with smoke or other odors, whether it is durable goods 
or packaged products, the Airkem odor control experts perform an in- 





For Odor Emergencies Cal/ Airkem S. O. S. 


A fire next door to an important 
men’s shop in Richmond, Virginia 
might have caused a loss of 
$200,000. But quick action on the 


valuable service. Write for a bulle- 
tin describing their services and for 
a directory of the 200 local repre- 
sentatives of this international 
service. 
AIRKEM, INC. 
241 East 44th Street, New York 17, N.Y. 
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number of operators and their experi- 
ence, background and history. He 
asked for a system of surcharges for 
the poor drivers. Then, and only then, 
can the agents and their companies 
advertise discounts for safe drivers. 

He said agents will reassert their 
position when the companies they re- 
present base acquisition cost on the 
nature of the services their agents 
must give, on the portion of company 
expenses the agents will bear, on the 
type and class of business agents pro- 
duce, on agents’ willingness to issue 
their own policies, on their willingness 
and their ability to code and otherwise 
prepare their records for automatic 
handling, on their willingness to waive 
the “insane luxury of flat cancella- 
tion,’ and on their willingness and 
ability to collect their proper premi- 
ums and to pay their accounts with a 
minimum of delay. 

Will Have To Follow Rules 

Agents are going to have to follow 
the rules laid down by the companies 
for payment of top dollar commission, 
Mr. O’Connell asserted. This may 
mean completed applications on every 
new risk, periodic reclassification of 
risks, elimination of free insurance, 
and eradication of flat cancellations— 
“90% of your flat cancellations would 
be eradicated overnight if the agent 
had to pay for them.” 

Some of these practices violate es- 
tablished agency policy, he conceded. 
All of them require tolerance, good 
faith and complete understanding be- 
tween agents and companies. But costs 
of operation must be reduced. Many 
labor saving devices and practices now 
viewed with suspicion will be standard 
procedure in a few years, “brought 
about by the necessities of cruel, ruth- 
less competition.” 

Mr. O’Connell emphasized the im- 
portance of the automobile portfolio to 
the agent. “It has always been our 
bread and butter line. It is the founda- 
tion of many of our agencies.” 

Never before was the agents’ method 
of distribution so completely on the 
defensive as it is today. This is new. 
“All of us, agents, bureau companies, 
non-bureau companies, non-affiliated 
companies, agency stock and agency 
mutual, are fighting bitterly but aim- 
lessly among ourselves—seeking to 
preserve the remnants of a defeated, 
outmoded rating system, and a cum- 
bersome, moss-backed sales system, 
while the smart money, the Johnny- 
come-latelys, the merchandising ex- 
perts, are slashing away at our soft 
under- belly.” 

Other Lines Under Attack 


Perhaps sooner than is thought, the 
same problems will confront the agen- 
cy system on every other line of busi- 
ness. Agents and their companies only 
recently have come to realize that “we 
are not engaging in a game of philoso- 
phical checkers but that we are in an 
actual battle for economic survival,” 
he declared. Agents have done little 
but whirl their arms. They have 
viewed with alarm and have taken 
comfort in each other’s problems. They 
have conducted panels, arranged con- 
ferences, drawn resolutions and ex- 
horted each other to fight on. But they 
have done little to help themselves or 
permit others to help them. 

Companies also have been stubborn 
and indifferent, though they have the 
power of initiative which doesn’t be- 
long to the agent, he asserted. 

Agents may advertise all they 
please, he said. They may recommend 
themselves highly, glorify their knowl- 
edge, experience and devotion to the 
public welfare. But they can’t stand 
the daily, hourly harangue of the 
selective underwriter by every media, 
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offer.ng big discounts and attracting 
the finest present and potential risks 
from the agency system. 

“Practically no one really wants to 
buy what we sell, and we can’t com. 
pete against a promised 38% discount 
simply by telling how good we are. We 
can’t expect a clean driver to pay ys 
a surcharge for something he doesn't 
expect to happen, simply to aid us ip 
the preservation of our agency system, 
He doesn’t know that much about it, 
and he cares even less.” 

The agent’s destiny is that of a 
salesman, he declared. “We may cal] 
ourselves advisers, counsellors, analy. 
sts, or even consultants. But we're 
lost if we can’t enjoy life, liberty anq 
the happiness of pursuit.” 


Lewis Joins Paull & Son 


Alfred Paull & Son general agency 
of Wheeling, W. Va., has appointed 
Herman M. Lewis assistant manager, 
He began with Fire Association jp 
Pittsburgh in 1941 as staff adjuster. 
In 1946 he was named state agent for 
West Virginia and in 1953 became fire 
and inland marine manager at Pitts. 
burgh. 
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Here at Caplis-Hielscher, pro- 
ducers find the exact coverages 
and swift personal attention 
they require in excess and sur- 
plus line placement. For exam- 
ple, Caplis-Hielscher has tele- 
type service direct to London. 
This is the kind of service that 
spells better earnings and satisfied 
clients! Yes, when you need 
the finest service for those spe- 
cial risks . . . look to Caplis- 
Hielscher—specialists in insur- 
ance at Lloyd’s, London, 
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Oklahoma City Conference Draws Many 


(CONTINUED FROM PAGE 2) 


sentatives, because R. M. Byrne, Oma- 
ha, chairman of the conference com- 
mittee, was unable to attend, due to 
serious illness of Mrs. Byrne. He 
pointed out that the report is old and 
given previously at the NAIA meeting 
in New Orleans last fall, since the 
meeting with the companies was held 
last June. The next meeting is sched- 
uled for June 22-23, but Mr. Timm 
said that if the conference approves, 
these meetings, beginning in 1960, will 
be held in February, so there will be 
a fresh report to discuss at the terri- 
torial meeting. 

Water Exclusion Clauses Cited 


Of the matters discussed last year, 
Mr. Timm said that the water exclu- 
sion clauses are now in force in af- 
fected forms in all states in the terri- 
tory and the “buy back” deductible in 
most states. There is still concern 
about competition for school and other 
public building business on the part 
of the factory mutuals and others, but 
Mr. Timm said the companies do not 


Sell 
Deductible 


($500—$100,000) 


Fire 


This one 
policy, single 
premium contract, 
is a positive money- 
saver to single or multiple 
location risks desiring the ad- 
vantages of a deductible fea- | 
ture .. . Covers on all- 
risk, replacement cost 
or insurable value 
basis. 


Simple to under- 

Stand and sell... 
Includes physical properties 
and B.I., rental values, lease- 
hold interests, contingent haz- 
ards and other perils or any 
combination peculiar to 
an insured’s opera- 
tion. Call Excess! 


EXCE 
UNDERWRITERS 


Ba ws 


JACK 


SON 





want to lose this business and he is 
sure they will take what steps they 
can. He also urged members of the 
conference committee to tell their 
state associations immediately about 
what takes place. There have been 
cases where filings have run into op- 
position from agents, because they did 
not know their representatives had 
discussed the matter with the com- 
pany committee and agreed to support 
it. 

Agents Get Thanks 


H. D. Winter, Chicago, vice-presi- 
dent America Fore and chairman of 
the company conference committee, 
thanked the agents for their coopera- 
tion and seconded the idea of a Feb- 
ruary conference. K. H. Parker, Chi- 
cago, Manager western Actuarial Bu- 
reau, thanked the agents for their 
help in securing prompt approval of 
the recent revisions in broad and spe- 
cial dwelling forms in all states in the 
territory. He said that the revised busi- 
ness interruption program, now in 
force in some southern states, has 
been approved for filing and should 
be in force in a number of middle 
western states soon. There may be a 
change in the electrical apparatus 
clause to meet conditions in states 
such as Kentucky and Tennessee, and 
multi-peril insurance conference is 
now working on revisions in the com- 
mercial property program. 

The panel on current problems, 
which is reported elsewhere in THE Na- 
TIONAL UNDERWRITER, followed the 
conference committee report. 


Breakfast Has Good Turnout 


There was an excellent turnout for 
the rural agents breakfast, at which 
J. E. Cryan, Chicago, assistant secre- 
tary America Fore, spoke on current 
farm conditions. K. C. McGugin, Enid, 
Okla., farm subcommittee chairman, 
presided. 

Mr. Cryan told of the tremendous 
changes in farm operations, particu- 
larly mechanization and consolidation 
of farms, and how they have affected 
rural life and rural risks. Farming is 
now big business and has heavy in- 
surable exposures, with the small 
farm being on the way out. An im- 
portant factor in underwriting today 
is the reduction in the number of 
farm buildings. When farms are con- 
solidated, the need for a number of 
buildings always disappears. For that 
reason, the deferred loss payment 
clause has been introduced. This pro- 
vides that, for a 20% reduction in 
rate, any loss to a building in excess 
of 60% is not paid unless and until 
the building is repaired or replaced 
for the same use and occupancy with- 
in 12 months and within 300 feet of 
its former location. Pointing out that 
it has been estimated that 75,000 
barns in Illinois alone will not be re- 
placed, Mr. Cryan said that use of this 
clause is obviously to the advantage 
of a desirable insured and refusal to 
accept it opens an insured to suspi- 
cion. 


Survey And Rating Plan Boosted 


The special farm survey and rating 
plan, now in force in all conference 
states except Wisconsin, is a valuable 
competitive weapon for good business, 
Mr. Cryan said. It is not difficult to 
use and he urged agents to familiarize 
themselves with it. 

Paul F. Jones, Tuscon, vice-president 
NAIA, was the opening speaker Mon- 
day. He reviewed the problems and 
accomplishments of the national asso- 


ciation and dwelt at some length on 
the matter of company-agency rela- 
tionship. It should be a partnership, 
Mr. Jones said, but he questioned 
whether companies actually treat it 
as such. He made the point that a 
person is made a partner in an agency, 
not as much for a reward, but be- 
cause his services in that capacity are 
needed, and he asked companies to 
consider their relationship with agents 
in the same spirit. 

The balance of the Monday program 
is reported elsewhere in THE NaTION- 
AL UNDERWRITER. 
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Commissioner Hunt inducted the 
new officers and also those of Okla- 
homa Assn. of Insurance agents at 
the dinner Tuesday evening. It was 
followed by a dance with music and 
entertainment supplied by the local 
companies, Standard, Tri-State, Mid- 
Continent, Southwestern and Franklin. 

H. H. Nelson, Council Bluffs, presi- 
dent Iowa Assn. of Insurance Agents, 
presented Mr. Moran with a gift. The 
dinner was interrupted frequently by 
election reports, with much applause 
greeting announcements that repeal 
was leading. 
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PLM family. Why not drop us a line. 
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Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance”’ 


our local agents . . . are our greatest source of strength. True, we have strong 
assets and reserves, a long and enviable record of claim and dividend payments, 
an efficient field and home office operation. But locally we are known through 
. accepted through you. We are proud of our 
local agents. And, we think, they are proud of us. Perhaps you’d like to join the 
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PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 


Philadelphia 7, Pa. 
Branch Offices in New York, Los Angeles, Charlotte, N.C. 











Easy steps to quick sales 


HOMEOWNERS 
MORTGAGE 
PAYMENT 
LIFE 

AND 
DISABILITY 


POLICIES | | 


... specially designed for independent agents 
by Life Insurance Company of North America 





Increase profit from your property accounts with no extra _— exclusive! Acceptable risks bound on the spot, simple one- 
effort—a natural tie-in with Homeowners property policy. page snap-out app, simplified and progressive underwrit- 
Homeowners Life and Disability provides funds for mort- ing, Non-Medical up to $15,000 for age 35 and under, 


gage payments in the event of insured’s death or total dis- _ flexible limits. Earn more per hour without increasing 
ability. It’s a Life Insurance Company of North America = overhead—return the coupon for complete information. 


INSURANCE BY NORTH AMERICA 


Insurance Company of North America * Indemnity Insurance Company of North America + Life Insurance Company of North America + Philadelphia 
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Mr. Rex Anderson, Vice President 
Life Insurance Company of North America, 1600 Arch Street, Philadelphia 1, Pennsylvania, Dept. 4-I 
! Yes, I want more income. Send me information on selling the Mortgage Payment Life/Disability policies. 
: Name : 
; Agency 
Address 
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